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Showing the amazing new 
Cushion -Step Insole that 
actually cushions the heel and 
metatarsal and gently supports 
the longitudinal arch at every step. 














It’s the plus value you’ve always 
















wanted. It’s the comfort and style The exclusive Heel-Mold fea- 

ture... the one piece quarter, 
your customers have wanted... coniiias Meike cela one 
They see the difference... they feel the heel snugly...comfortably. 








the difference. THEY BUY! 

















Showing 
SIX OF TEN 
POPULAR STYLES 
IN-STOCK FOR 
immediate delivery 


Ready to make your shoe 
selling easier... faster. 
Act now ... see this fast 
selling line at once. Write 
or wire for salesman. 


Cushion-Step Heel-Molds are 
made to retail profitably at 


*6 


Frekmeeak- SHELE 
Bauch INTERNATIONAL SHOE CO. ltl 
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VOICE of the TRADE 


WHAT can be done to increase 
shopping during the morning 
hours, is a problem in stores the 
country over. A series of adver- 
tisements by R. H. Macy’s of New 
York, illustrated by a smart little 
drawing of a cute little bird, says: 

“The great open spaces have 
nothing on Macy’s. If you can 
manage to be an early bird and 





do your shopping at Macy’s in the 
morning, you'll have all the great 
open spaces your heart could de- 
sire. It’s only natural that the 
World’s Most Popular Store should 
get busy in the afternoon, what 
with its daily average of 137,000 
smart and thrifty customers. So if 
you want the maximum in open 
aisles and rapid service, please 
visit us before noon. We can give 
you our undivided attention then, 
which will help you through your 
shopping list in double quick time.” 

Maybe something should be done 
for shoes in a similar way because 
there is plenty of fitting space and 
time in the early hours of the 


day in all stores. 
* * * 


THE courts of New York have 
ruled that the city’s claim against 





a business for sales taxes is a 
prior lien above all other claims. 
The city acts in a capacity which 
devolves from the ancient common 
law principle that the King and 
Crown have prior rights in the 
collection of taxes above the claims 
of all other creditors. 


* * * 


WEIR STEWART, treasurer of 
Marshall, Meadows & Stewart, Inc., 
of Auburn, New York, tells us 
the following: 

“Frank Peters, one of our oper- 
ators in the lasting room, had been 
visiting relatives in Seneca Falls 
over the past week-end, and they 
had shown him a copy of the 
Boot AND SHOE ReEcorpeER for 
Wednesday, September 29, 1886, 
which they had treasured and he 
persuaded them to bring this over 





in order to show it to us here at 
the factory. 

“I have gone through it with 
the greatest of interest, particular- 
ly the advertisements which repre- 
sent the shoes that were being of- 
fered a half century ago. 

“No doubt you have complete 
files of the publications, but I 
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thought it might be of interest to 
you to know that someone thought 
enough of this publication to pre- 


serve it for fifty years.” 
* * * 


WASHINGTON reminiscences by 
a customer in The Post Impres- 
sionist column: 

“How well I remember one par- 
licular visit to Rich’s—that third 


: 








floor for children’s shoes and the 
view of the church from the win- 
dow. The time that sticks in my 
memory I was fitted with a pair 
of highlight tan buttoned shoes, 
and my ambition was satisfied be- 
yond words! The other day I took 
my daughter there. In spite of a 
few modern streamlined furnish- 
ings the room was much the same, 
and the view of the church exactly 
as it had been. My daughter was 
fitted to flat sports oxfords. She 
seemed satisfied, but I do not think 
she was as thrilled as I was over 
those high-buttoned boots.” 


* * * 
FOUR generations in the Rich 
family were completed last month 


when Herbert J. Rich, Jr., great 
grandson of Bernard Rich, entered 





the store, having completed his 
college course at the University of 
Virginia. 
A love of shoes is in the family 
since September, 1869. 
* 


* * 


GENERAL JOHNSON HAGOOD 
in the Saturday Evening Post of 
November 21 indicates that muni- 
tions are more than arms and am- 
munition, for included are: “Shoes, 
clothing, transportation and gener- 
ally speaking everything that is 
necessary for the use of the armies.” 
He tells of a single requisition put 
through for 4,000,000 pairs of rub- 
ber boots, saying: 


“Rubber was a difficult thing to get in 
America and the Director of Munitions 
was put to it to comply with this re- 
quest. He met the demand, however, 
by taking over the entire capacity of all 
factories and suspending the supply for 
civilians. 

“Why did the Army have to have those 
rubber boots? More especially, why did 
it have to have 4,000,000 pairs? There 
was no agency in the War Department at 
that time—and there is no agency now— 
to say: ‘No, you don’t need all those 
boots, and even if you do need them, you 
cannot have them. A soldier has no use 
for rubber boots in the field. He can- 
not march in them. He has no room for 
them in his pack; the baggage trucks 
cannot go around loaded with umbrellas 
and what not that the men might like to 
have on rainy days. If there be some 


& 
few places in the back areas or in the 
stabilized sections at the front where it 
would be nice for the soldiers to have 
rubber boots, we will give you a few 
pairs—20,000, perhaps, or even 100,000, 
but 4,000,000, no!’ 

“Now the likelihood is that someone 
put in a requisition for rubber boots; it 
arrived in the War Department and went 
to the desk of a staff officer armed with 
a wastebasket, a lead pencil and a multi- 
plication table. That officer said to him- 
self: ‘These people are beginning to call 
for rubber boots. We better get in a 
good supply.’ So he orders 4,000,000 
pairs; or perhaps he just looked over the 
requisition, checked off the various items 
and wrote the words ‘Distribution A’ 
after rubber boots. Official reports in- 
dicate that a good many items were or- 
dered in lots of 4,000,000, and it may be 
that ‘Distribution A’ in time of war 
means ‘order 4,000,000,’ just as in time 
of peace ‘Distribution A’ means ‘send 
fifty copies to every post and station com- 
mander’.” 


Let’s go a step further than Gen- 
' eral Hagood. Someone overseas 
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RELIEF 





—Some people don't like automo- 
biles, some don't like radios, and 
some don't like brussels sprouts. 

—1, personally, don't like brussels 
sprouts, having had them pursue 
me all over the British Isles on 
numerous occasions. 

—But the automobile, whether we 
like it or not, is a mighty impor- 
tant part of our modern American 
social-economic life. 

—America owns 26,167,000 motor 
vehicles—nearly three-fourths of 
all the motor vehicles in the world. 

—Even though we have over 20,- 
000,000 of our population on 
relief— 

—Fact is, many of these so-called 
unfortunates drive automobiles— 

—wWith 4.1 persons in the average 
family, there is an automobile in 
th's country for every 4.8 persons. 

—Whereas in Europe there is an 
automobile for every 76.4 persons. 

—Who says America isn't a country 
of strange contradictions. 


Secs 6 TER 


President 


army wool sock, then the leather 
slipper and then endeavored to 
put his foot into a size 10 boot 
and it couldn’t be done. Then an 
11, then a 12. In all probability 
he would have rated a size 14 
rubber boot, but the issue, because 
of factory margins, etc., went no 
higher than a size 12. 

Only by that graphic example 
did the War Department come to 
the conclusion that the leather slip- 
pers were not to be manufactured. 
Several million dollars were saved 
the government. Such waste was 
just an incident of the terrible dis- 
order that accompanies production 
for war and waste. 

Read the article. It’s enlighten- 
ing. 

FFRANK BROTHERS of Fifth Ave- 
nue, realizing that men like to do 
their shopping in the strictest pri- 
vacy and like to reach their desti- 
nation as quickly as possible, rem- 
edied the situation where formerly 
male customers had to wait in the 
feminine atmosphere of the main 
floor for the elevators to carry 
them to their private field—the 
third floor—by moving the Men’s 
Shop down to the mezzanine floor. 


ah 








recommended a leather slipper to 
be worn inside of rubber boots 
and requisitions were issued, asking 
for a million or more slippers of 
a leather sock character, to be 
made out of horse belly stock, the 
idea being that the men could run 
around in the barracks, in the rest 
areas, with these soft leather slip- 
pers. A number of models were 
made and submitted to the proper 
army purchasing agency at Wash- 
ington. 

At least one shoe manufacturer 
had .a sense of fitness of things, 
because the late Erwin Cone ap- 
peared before the purchasing board 
and with him was a buck private 
whose feet measured size 9. In 
the demonstration which followed, 
the soldier pulled on a regulation 


' 


For those who prefer a quick 
dash upstairs to waiting for an 
elevator, there is a short flight of 
stairs near the main entrance lead- 
ing directly to the newly decorated 
shop. Leather lounging chairs in 
light beige, rust and brown, lend 
a club-like atmosphere to this mas- 
culine territory. 


* * * 


STANDARD STATISTICS COM. 
PANY, INC., in its November 
Leather and Shoes report, says: 
“Notwithstanding the record vol- 
ume in prospect for 1936, manu- 
facturers of medium and low-priced 
footwear will experience consider- 
able difficulty in maintaining last 
year’s level of earning power. Al- 
though wholesale prices of both 
shoes and leather. have averaged 
higher than for 1935, the trend 




















has been downward since the be- 
ginning of the year. However, the 
average price of shoes so far in 
1936 has been only 2.7 per cent 
above that of a year ago, while 
the cost of leather has averaged 
9.3 per cent higher. Profit margins 
thus have not been fully maintained. 
“Decreasing price consciousness 
on the part of consumers may per- 
mit a moderately higher level of 
shoe prices in 1937, but producers 
thus far have not advanced prices 
sufficiently to offset higher raw 
material costs because of fear of 
losing volume, as a result of in- 
creased competition in the trade, 
exemplified by a greater number 
of small establishments, wage re- 
ductions and price cutting.” 


* * * 


ge 
Chen 


RR. L. HUNTER, manager of 
Dobyns Shoe Store in Long Beach, 
Calif., says: 

“Put a girl’s shoe on a boy and 
try to get away with it more than 
once. The boy will immediately 
discover he was tricked, so will 
think up hundreds of reasons why 
he does not want to go in that 
store again. Every shoe put on 
him will hurt. If a shoe store can- 
not do enough boy’s shoe business 
to warrant their carrying a com- 
plete stock of sizes and styles, they 
will be much better off to quit 
fooling with this branch of the 
business.” 





* * * 


JEEXTRA dividend payments, wage 
increases and bonuses continued 
to pour into the hands of stock- 
holders and employees of scores 
of corporations, insuring larger 
purchasing power for the Christ- 
mas shopping season than in any 
year since 1929, 

Fifty large companies announced 
increased, extra or special divi- 
dends payable before the end of 
the year, totaling between $60,- 
000,000 and $80,000,000. These 
were in addition to the regular quar- 


terly dividends. The bulk of the 
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dividends announced were declared 
by industrial corporations, but sev- 
eral railroad and utility companies 
also voted increased distributions 
to stockholders. 

The cotton textile industry, em- 
ploying 434,000 workers, raised 
wages approximately 10 per cent 
in many mills in New England and 
the South. If all wage-earners re- 
ceive the rise, the industry’s annual 
payroll amounting at the current 
level of operations to $275,000,- 
000, will be increased by about 
$27,500,000. This is the fifth large 
industry to raise the wages of its 
employees in the last two weeks. 

* * * 


HMARRY L. HOPKINS, Works 
Progress Administrator, says: 

“While industry is rapidly ab- 
sorbing workers from relief rolls, 
labor-saving machinery and the in- 
flux of 500,000 young persons of 
‘work age’ each year make it nec- 
essary that shorter hours for active 
workers be arranged, and aid must 
be given young persons and over- 
age workers before ultimate re- 
covery is attained.” 
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Secretary Ickes, head of the Pub- 
lic Works Administration, says: 

“TI believe that we should imme- 
diately set about to retrench all 
along the line. I am not in favor 
of approving projects for States or 
communities to which a large mea- 
sure of prosperity has already 
returned. I become impatient when 
I am pressed to approve the ex- 
penditure of more Federal money 
in sections that are as prosperous 
as they ever have been in the past 
or even more prosperous.” 


* * * 


PRESIDENT ANGELL of Yale, 
at a school health conference of 
the Connecticut Department of 
Education, said: 

“The most careful studies which 
have been made in recent years 
of the results of too early juvenile 
employment in business and indus- 
try seem to show conclusively that 
premature entrance of children 
upon gainful occupations is, in 
the long run, and for the great 
majority, not only disastrous for 
the individual, but disadvantageous 
for the community itself.” 





"He likes the Scotch grain flavor best. I'll take a pair of those." 








ROBERT A. ROOS 


‘ 

THE progress of retail distribution must, I think, be 
advancement toward maturity and toward a better state 
if it is to justify its existence as the largest single 
branch of the nation’s industry, and as the controlling 
factor in the economic and social welfare of millions 
of our citizens. 

I think it is in every man’s heart, who is engaged in 
the retail business, to contribute to the betterment of 
his industry. I believe every man likes to feel that he 
is giving his customers an honest and square deal, and 
that he is striving to build for his workers a better and 
happier existence. And I believe that he wants to feel 
he is conducting his business in a manner that is fair 
and square with his competitors. But here the matter 
stops. For retailers, as a whole, are conformists. 

Nearly four years ago, when the NRA Codes were 
being formed, retailers entered into the idea whole- 
heartedly. They asked for every few special conces- 
sions in their code and received few. Perhaps more 
so than any other industrial code, that which governed 
retail distribution was in the true spirit of fair play. 
It was considerate of the weak members as well as the 
strong. And consequently, in the broader aspects was 
practical and workable. 

I do not deny that certain evils were propagated by 
the Codes, ours as well as the others. Nor am I here 
today to speak in defense of the much heckled NRA. 
But I submit that the broad basis of mutual under- 
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FAIR PLAY 
LEAGUE 


Since the election, rumors have been wide- 
spread that a new NRA was in the making. In- 
asmuch as the retailer is the ultimate carrier 
of all the burdens of cost, it is important to get 
the philosophy of a leading retailer who had 
considerable experience with the old NRA 
and now points a way to cooperative action at 
retail under a Fair Play League, with pledges 
on hours, wages, labor and trade practices. If 
some such plan were in universal practice at 
retail the need for a new NRA would be 
diminished before Congress brings up the sub- 
ject for national consideration EDITOR. 


standing, the fair treatment of workers, and the for- 
ward-looking covenant with the consuming public 
which marked the original conception of the codes 
cannot be considered evil. 

It is the destiny of retailing to be the balance wheel 
of industry. But is the practice to be its wheel-horse? 
Our decisions in matters of economics as well as in 
matters of policy and politics are more apt to be influ- 
enced by the opinions of our bankers and manufac- 
turers than by our own experiences. 

Hence, we fall in line and carry the torches for 
causes which we do not father, and which are often 
not to our best advantage; because it is our habit to 
conform to the ideas of those whom we consider our 
industrial leaders. 

If progress in distribution is to be advancement 
toward maturity, then retailing must accept its destiny 
and the responsibilities of courageous leadership which 
it entails. It must look at the future in the light of 
its own problems and its own experiences, prepared 
to carry on its own experiments, independent of any 
other industrial group, and independent of any politi- 
cal prejudice. 

In the isolated cases where this has been done the 
results have more than justified the efforts. I refer 
you to the case of San Francisco Retailers and the . 
Fair Play League. 

During the period in which NRA was in effect, San 
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as a SUBSTITUTE for NRA 


A Plan Worked Out by Merchants of San Francisco Having 


the Merit of Cooperative Progress 


Francisco, like most of our other cities, had its militant 
critics. I daresay every argument, both valid and in- 
valid, that was raised in other sections against codes, 
code authorities, and code principles, had its competent 
champion among San Francisco industrialists and re- 
tailers. If there was any period during the life of 
NRA that these sincere critics were not in full voice, 
I am not aware of it. 

But when the day approached which was to- declare 
all NRA Codes null and void, these critics along with 
every other business man in the city took pause to 
examine the inventories of the conditions existing in 
their industries. They found themselves comparing 
their present condition with that which existed before 
the advent of the codes. Did they wish to return to 
those frightful, uncertain days, and to the free-for-all 
dog fight of low prices, shoddy merchandise, labor 
exploitation, and screaming advertising misrepresen- 
tation? They did not! 

For the first time in months they were able to view 
the stark, cold facts of their industrial structure free 
from political implications. And they saw more good 
than bad. 

But the NRA was dead. Nothing they could do 
would revive it. 

It was here, through sheer necessity, that San Fran- 
cisco Retail Distributors cut loose from other indus- 
trial groups, to tackle their own problem in their own 
way. Many of you are familiar with the events which 
took place following that emergency meeting of the 
San Francisco Retail Merchants Association and the 
Retail Drygoods Association, at which the following 
resolution was passed: 

“Be it Resolved: That in the absence of definite information 
as to the effects of the Supreme Court decision concerning 
NRA, the Retail Merchants of San Francisco agree to make 
no change in operating methods until further consideration 
and notice.” 

If they had attempted to bring about a general in- 
dustrial conclave, they would still be buried beneath 
the confusion of a hundred conflicting interests, and 


by ROBERT A. ROOS, 
President, Roos Bros. Store, San Francisco 


the scores of incompatible recommendations brought 
by individual groups to cover individual needs. 

This is what was done: 

Voluntarily, and gentlemen, this is an important 
word—voluntarily the retailers banded together in a 
common pledge to maintain decency in the standards 
of their business, under what was known as the San 
Francisco Fair Play League. 

Reflect on this, gentlemen: there was no coercion, 
no “big stick” to herd these people into line. Yet, by 
the hundreds, large and small merchants alike volun- 
tarily came forward to bind themselves by their 
pledged word to a set of altruistic standards for con- 
ducting their business. If these were the shrewd, 
rugged individualists who had been denied their right- 
ful prosperity by regimentation, why this sudden altru- 
istic fervor? Or is it entirely altruism which prompts 
a business man to give his workers higher wages and 
shorter hours, and his customers and competitors a fair 
deal? Is it only altruism, or is it also good business? 
Is it credited only on his balance sheet with God, or 
also on his balance sheet with his stockholders? 

The Fair Play League was incorporated, and issued 
membership with Fair Play Insignias to those who 
signed the pledge. It likewise charged dues of $1 per 
year for each member and each of his employees, who 
became employee-members, which was paid by the 
firms. 

May I, before I read this pledge, ask you to weigh 
each word of it? Is there a word too 
many, or is it lacking in any word? Does it convey to 
you in its solemn sincerity its real meaning? 

This is the pledge, the membership agreement, of 
the San Francisco Fair Play League: 

“I pledge my word, without mental reservation, to support 
this agreement which I voluntarily sign on behalf of myself 


and my firm. I do so with the sincere desire of making San 
Francisco a fine place to work in, to live in, and to trade 


[TURN TO PAGE 54, PLEASE] 





S*THEATRICAL FOOTWEAR” says the sign over 
the door of the store of Thomas Horwitz Company, 
just across the street from the Eastman Theater in 
Rochester, New York. 

It seems strange to enter a shoe store and see in 
the display case inside the entrance, not footwear, but 
theatrical toiletries—makeup boxes, grease paint, rouge, 
face powders, face creams, false eyebrows, wigs, etc. 
The display is quite as attractive in appearance as 
though it comprised slipper ornaments and other 
footwear accessories, and it seems quite in harmony 
with the idea of theatrical footwear. 

Come to think of it, somebody must sell footwear 
to the people of the stage, the opera, vaudeville, the 
circus, athletic exhibitions, the dance, civic pageants. 
Many a circus fan has wondered where the clowns 
get their ridiculous footwear. Thomas Horwitz equips 
clowns, gymnasts, acrobats, tumblers, performers in 
all sorts of entertainment, with footwear to meet their 
various special requirements. The autographed photo- 
graphs of many of these performers are on the walls 
of the Horwitz store. 

This store is strategically located. No sensible shoe 
merchant would think of choosing this location for 
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Ballet shoes are becoming more 

and more ‘salable in practically 

every community and — a prof: 
itable accessory 


EVERYONE. 


Everywhere 


Can 
Sell 
TAP. 


a general, or family, shoe store; it’s off the beaten 
path of retail shoppers. But it is in the very center 
of the special trade it seeks to serve. It stands almost 
at the entrance of the beautiful theater which was 
built by the generosity of the inventor of the Kodak 
and given to the University of Rochester, along with 
the Eastman School of Music, as a contribution to the 
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Hi. OW a Merchant in Rochester, N. Y.. Has Built «a Profitable 


Business Selling Specialty Footwear to Dancers and Stage Folk. 


civic life of a city as beautiful and 
cultured as it is prosperous in- 
dustrially and commercially. 

This theater has served as a cen- 
ter for the higher forms of refine- 
ment in use of leisure, and an 
inspiration to a resulting intellec- 
tual, aesthetic and spiritual de- 
velopment of the community 
life. Excellent music, vocal, instru- 
mental, orchestral, superior pic- 
tures, beautiful stage effects and 
performances, have brought to the 
city the best the world has to offer, 
and has inspired the residents of 
the city to wider participation in 
musical, stage and party entertain- 
ment and pleasure. 


This explains why a dozen 


BALLET. 


schools of the dance cluster closely 
about this theater, and about the 
Horwitz store, while all the large 
and important ones are but a short 
block or two distant. A few short 
years ago a school which taught 
anything but ballroom dancing 


was a novelty. Now these schools 
give instruction in ballet, tap, acro- 
batic, toe, sole, clog, moderne, 
character, stage, ballroom, Span- 
ish, comedy and every other sort 
of dancing one can think of. Both 
class and private instruction are 
available to tiny tots, older chil- 
dren, high school young people, 
business men and women in and 
out of employment who wish to 
dance for pleasure, to give plea- 
sure, or for reducing and physical 
conditioning. Anyone who so de- 
sires may obtain instruction morn- 
ing, afternoon or night. Not many, 
of course, go barefoot; they are 
all customers for specialty foot- 
wear. 


DANCING 


All these requirements the Hor- 
witz Company seeks to supply 
—footwear, costumes and the little 
things appropriate to the trade of 
costumer. Shoes are the founda- 
tion of the business; without them 
such a store could hardly exist. 


Indeed, in all stage productions, 
footwear is of particular impor- 
tance. The shoes must be exactly 
right, or a false note is struck in 
the exhibition. 

Each day’s procession of cus- 
tomers to the Horwitz Theatrical 
Footwear Store reveals a diversity 
of needs. Now it is a problem in 
costuming a group; the answer is 
yellow and the order is for yellow 
footwear. An instructor from the 
Rochester School for the Deaf 
comes in with three pupils for 
whom special dance shoes must be 
made. A father brings in a daugh- 
ter to be specially fitted. Two chil- 
dren from a public school need 
footwear for a number soon to be 


SHOES 


staged. A young lady comes to 
discuss slippers and dress for a 
character dance for which she is 
preparing. Again it is a Masonic 
lodge or some other fraternal body 
which requires special footwear 

[TURN TO PAGE 49, PLEASE] 
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Carl “Alfalfa” Switzer ap- 
pearing in “Our Gang” 
Comedies. 
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BOYS, TOO, 
NEED 


SURE boys need shoes. Everybody knows it but 
nothing much is being done about it. 

A great many shoe stores just “carry” shoes for 
small boys with much the same enthusiasm, or lack 
of enthusiasm, that they carry bad debts. Because they 
operate a family shoe store or sell women’s and chil- 
dren’s shoes, they feel they must make some sort of a 
bid for the trade of the small boy who wears under 
size two. So the small boy is fitted to a girl’s shoe or 
at most to three styles of boys’ shoes and in the girls’ 
department, much to his disgust. If he ever finds he 
is wearing a girl’s shoe, the chances of his ever being 
found in that store again are very remote. 

On the other hand, some stores do a really fine job 
of fitting the boys who wear under size two to chil- 
dren’s shoes. Therefore, let’s argue, at the start, that 
to do a sincere boys’ shoe business, a store must carry 
a representative stock and also must have someone 
who likes boys and understands them. 

A successful boys’ department must have someone 
capable of making a fuss over the boy, even if he is 
a surly brat. Point number one is one must 
“kiss the baby to sell the mother.” Point two is 
that a tactful sales person will allow the boy to make 
his shoe choice. The question of having a separate 
stock for the small boy is open to debate. 

Several shoe men in various parts of the country, 
all of whom do a major retail shoe business, were 


SHOES 


queried as to their experience in the practice of fitting 
small boys in the children’s shoe department, then they 
were also asked if they practised fitting these boys 
with children’s shoes and not the regular boys’ shoes. 
A third point raised was relative to children’s lasts 
being right for boys’ feet. 

A juvenile shoe buyer in one of the outstanding 
Eastern shoe stores, one who has made a serious study 
of this branch of shoe retailing, over a long period of 
years said: 

“Most authorities agree, I believe, that infants’ feet, 
whether boys or girls, are about the same and can be 
properly shod with the same kind of footwear. The 
question then merely is: ‘At what age do the boys’ feet 
change enough to need a different last?’ In other 
words, when do young boys cease to be children. 

“As a rule this change does not take place until the 
boys need about a size two shoe. The answer then to 
your question is that small boys can be properly fitted 
in the children’s department up to about size two shoe. 
I am also of the opinion that children’s and misses’ 
lasts are better fitting than the so-called ‘little gents’ ’ 
lasts because the children’s shoe manufacturers have 
given more attention to the scientific development of 
lage and patterns. 

‘The difficulty, however, is that boys are harder on 
shoes than girls. It, therefore, seems to me that if 
the children’s shoe manufacturers would develop a line 
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Win a Total Population of 12,690,000 Boys between the Ages 


of 5 and 14, There Were Preduced in 1936 Approximately Six- 


teen Million Pairs of Boys’ Shoes, Indicating that Per Capita 


Consumption Is Low in Leather Foetwear and Deserves Na- 


tional Attention. Here is a Market Capable of Expansion in 1937. 


of flexible shoes on patterns suitable for boys, the prob- 
lem would be pretty well taken care of. Generally the 
boys’ shoes, starting at size two, are stiff and heavy in 
comparison with the 124% to 2 run. My experience is 
that mothers object to this great difference in weight 
and construction. It seems to me that the manufac- 
turers could do well to make their product more 
flexible.” 

Agreeing with him is the head of the juvenile shoe 
department of a great Pacific Coast shoe store who 
expressed himself as follows: 

“In my twenty years’ experience in the children’s 
shoe business, I have never seen the need for small 
boys’ shoes. There is no noticeable difference between 
small boys’ and small girls’ feet. Boys and girls can 
wear the same type of shoes, since turns are practically 
out of the picture in children’s shoes. After a boy 
passes size one he generally requires a little heavier 
shoe, but our experience and records show us that we 
sell very few boys’ shoes under size two and a half, 
the sales going to the misses’ classification. 

“With reference to your question, ‘What do you 
think of the practice of selling small boys’ shoes in 
the children’s departments?’ I see no need for segre- 
gating boys and girls in different departments. 


“We find that if a woman comes into our shop with 
a boy and girl, she would rather have them both fitted 
in the same department without having the inconveni- 
ence of moving from one department to another.” 

A third retailer located somewhat farther East is 
also is also in accord with the two previously ex- 
pressed opinions, for he stated: 

“We find the practice of selling small boys in the 
children’s department satisfactory up to size three, 
and do not feel that there is any difference in selling 
these same boys children’s shoes up to the ages of 
eight or nine. After that we put them in boys’ shoes 
only.” 

In continuing on our investigations, we take a fine 
shoe store a thousand miles farther East and find a 
retailer who stands for “Boys’ Shoes for Boys’ Feet.” 
In his store, he informs us: 

“When it comes to selling small boys’ shoes in con- 
nection with children’s shoes, we will say we have never 
believed in this operation, although we have tried to 
do this very thing in days gone by and found we were 

[TURN TO PAGE 46, PLEASE] 


Interior of boys’ shoe department in the store of 
Charles H. Baer & Company, York, Penna. 





1 IT'S not too late for one 
last holiday mailing to 
your customer list. A circular 
or broadside would probably be 
best. List your holiday mer- 
chandise briefly. Illustrate it 
with the best cuts you can se- 
cure. A ietter will make the 
mailing more effective. 


5 THIS will probably be the 
greatest free-spending 
holiday season in years. The 
streets are crowded every day 
with folks looking for ways to 
spend their Christmas money. 
Have you done everything pos- 
sible to make your windows real 


SELLING windows? 


9 JUST two more weeks of 

real holiday selling. Have 
this in mind when you check 

ur stocks today and if _ 
End any holiday numbers that 
do not seem to be oan 
make a list of them and D 
SOMETHING. A little selling 
pressure will probably clean 
them out. 
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THE RETAIL 


Good Shoes Deserve Good Sales Promotion 


9 HAVE you plenty of mer- 

chandise to take care of 
the Christmas shopping de- 
mands? Have this in mind 
when you make your check of 
stdcks today. You don't want 
to lose profitabie sales because 
of “outs.” Watch hosiery sizes 
and shades particularly. 


1 HAVE you instructed 

everyone in the store to 
suggest hosiery, house slippers 
and other gift possibilities to 
every shoe customer they 
serve? There are more profit- 
able sales to be had from these 
suggestions than at any other 
time of the year. 


1 FOR the next week there 

should be one section in 
your windows devoted to a dis- 
play of party slippers, with a 
talking pia card suggesting 
the n new se for 
holiday parties. Check over the 
balance of your window displays 
and freshen them up. 


3 A letter to doctors, at- 
torneys and business ex- 
ecutives suggesting that ho- 
siery or slippers are ideal gifts 
for —es will get results. 
Particularly if you suggest that 
the whole matter can be han- 
dled by telephone. Emphasize 
that wrong sizes will be ex- 
changed. 


7 IT is not necessary to re- 
trim your Christmas win- 
dows every week during the 
holiday season, but you should 
keep rearranging parts of the 
displays from day to day, to put 
the emphasis on the items that 
are not moving fast enough. Is 
every item plainly priced? 


11 PLAN another big at- 
tention-getter for to- 
day's papers.. Remember, there 
are only two more Saturdays 
before Christmas and they 
should be record-breakers! Play 
up your gift items in a promi- 
nent way—and don't forget to 
suggest shoes for gifts. 


15 ARE you making an ef- 

fort to secure the name 
of every new customer for your 
mailing list? You're very busy, 
of course, but it takes but a mo- 
ment -, get a name, vo what 
@ wonde ni to 
build up your atting ist with 
“live” names. 


NO need to advertise bar- 

gains for December Sat- 
urdays but today's ad should 
be a big, commanding one, tell- 
ing about all the Christmas gift 
merchandise you have to of- 
fer. Dont' try to tell every- 
thing about every item. Stress 
popular price numbers. 


HOW about checking u 

any local institutions, suc 
as orphanages, to see if there 
are any possible orders for 
shoes or house slippers for gifts 
to be had? Can't you find room 
for another table display or 
two of Christmas items in the 
store? 


1 9. HOW about featuring 
gift boxes of hosiery in 
the window today? Make up 
some attractive two and three- 
pair boxes with cards suggest- 
ing these as solutions of the gift 
roblem. See that these gift 
joxes are suggested to all cus- 
tomers today. 


16 CHECK your stocks 
thoroughly today. If 
there is a single gift item that 
does not promise to be sold out 
by one week from tonight, make 
special Sema it, pepe 
struct every salesperson to 
it. You want to be clean by 
Christmas. 
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CALENDAR for DECEMBER 


A Werking Schedule for Busy Merchants 


17 LOOK over yesterday's 
stock check and cast u 
your hosiery stock situation af- 
ter Christmas. You don't want 
a big stock during January, but 
you certainly cannot afford to 
have outs. Now is the time to 
place moderate orders for early 

January delivery. 


91 ARE you sending a holi- 

day greeting card to 
your customers? It is certainly 
not necessary, but many stores 
consider it good earetine 
How about a section of chil- 
dren's shoes in the window with 
a card suggesting that they 
make good gifts? 


ARE you going to take 
29 inventory on Thursday? 
Get your forms ready so the 
job will be as simple as possible. 
You've probably had little time 
to gg hae mailing list up to 


date. 
so it will be ready for use in 


January. 


low's the time to do it, . 


18 WHY not head today's 
newspaper ad, "Last 

Saturday to Shop Before Christ- 

mas," and then play up all your 
ift items in a big way. Don't 
‘orget to give staple footwear 

a good space and party slip- 
ers, too. This will be your last 
ig ad. 


9 THE week between 

Christmas and New 
Year's is usually pretty dull. A 
little year-end clearance might 
help. If you decide to do this, 
get up a good letter or circular 
announcement, and have it 
ready to mail on Saturday so 
it will reach customers Monday. 


%6 THERE'S probably little 

you can do to make this 
a good business day. In many 
towns stores will probably re- 
main closed and continue ihe 
Christmas holiday.. If you're 
open, there will be lots of ex- 
changes. Every one is an op- 
portunity to build good will. 


30 CHECK your stocks to- 
day, and if you have a 
really efficient system of check- 
ing it will make your tomor- 
row's inventory work easy. If 
the check shows “outs” on any 
goods you will need for Janu- 
ary, get your orders off. Check 
your stock of supplies, too. 


1 YOUR windows prob- 

ably need some re- 
arranging for the day. Get any 
slow sellers up front with prom- 
inent price cards, and make 
7 changes that you think will 
help the selling efficiency of 
your windows and help pull the 
crowds into your store. 


93 IF you have been doing 
a good job of merchan- 
dising you should get a lot of 
satisfaction out of today's stock 
check. It should show your 
shelves clear of practically all 
holiday goods and your stocks 
down to a bare minimum on 
staple footwear lines. 


THE day for taking in- 

ventory, not only of 
stock, but of your 1936 Lusi- 
ness. Was it profitable? What 
can you do to make it better 
in 19372 And just what ARE 
your plans for 19372 Are you 
going AHEAD? Or are you just 
going along from day to day? 


94 BUSINESS will probabl 
taper off today, whic 
will provide an opportunity for 
you to get new window cards 
ready. Tonight, before you go 
home, take out your holiday 
windows and backgrounds and 
put in simple displays of winter 
footwear and hosiery. 


98 IF you decided to have 
a year-end clearance 
sale the first four days of this 
week, there should be some 
good, snappy sale windows in 
place the first thing this morn- 
ing. If you're not having a sale, 
continue your windows of staple 
footwear. 
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A Seeond Saturday in Every Week 


THE problem of unemployment is going to be laid 
on the doorstep of industry in the early months of 
next year, for at the present moment there are between 
eight and ten million people now unemployed and seek- 
ing work. Government will be reluctant to appropriate 
relief funds in the face of rising prosperity, or at least 
the implications of it in better business, better divi- 
dends and better wages in some lines. It has been esti- 
mated that we must have a prosperity 20 per cent 
greater, in terms of national income, than the year 
1929, to absorb the unemployed. It is obvious that 
that happy brand of prosperity cannot be achieved in 
months or years, although there is no telling—with 
this spirit of over-optimism in the stock market and 
over-confidence in the material markets—whether the 
cow will jump over the moon and blot out the shadow 
of unemployment that mars the American picture. 

It is likewise obvious that retailing is going to be 
asked to absorb its quota of workers because the field 
of distribution, from gas stations to shoe stores—cover- 
ing all articles of services passed on to the consumer 
at the final point of distribution—has an employable 
peak of around sixteen million people. This body of 
workers is, of course, the largest of any, topping manu- 
facturing, mining, transportation and a few other voca- 
tions to boot. 

So we may expect some form of NRA, with its main 
purpose the limitation of hours of employment. Big 
pressure will be put on the field of retailing to absorb, 
not only its quota but more than its possible sum total 
of workers. But in some lines of business, the classic 
quotation: “They also serve who only stand and wait” 
will have its significance. You cannot put time-measure- 
ment of factory work against “time in stores.” 

How much of a retail shoe salesman’s time is actually 
productive work in the sense of ringing up the cash 
register? The same holds true in the men’s clothing 
store, in the furniture store and in many other retail 
establishments where the flow of customers is not as 
constant as the owner of the business would like. We 
have a feeling that some legislative pressure is going 
to be brought to limit the hours at retail to approxi- 
mately 40 per week. If that is the case, then many a 
shoe store will be forced to stagger its working hours 
so that the employee does not exceed the 40-hour limit. 
The burden of tending store will fall on the owner, 
whose hours of work are limitless. 
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By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


May we give a little study that we have been making: 
of what is happening in New York City in the mid- 
town shopping zone? Three of the largest department 
stores decided to keep open on Thursday evenings 
until 9 o’clock. The flow of customers, particularly bus- 
iness women who had not opportunity during the day 
to do their shopping, was so great that the experiment 
was made a permament feature of merchandising in 
that zone. Now, every little store abutting, adjoining 
or under the lights of the entire mid-town shopping 
district, has stretched out its hours to include a Thurs- 
day night selling period. Some of these stores reported 
to us that the three hours between six and nine on 
Thursday night were productive of better selling vol- 
ume than any day in the week and ranked second to 
Saturday in sales book totals. 

So we have developed a “little Saturday night” 
wherein, in three hours, has been concentrated the 
shopping of hundreds of thousands of people. Strange 
to relate, the big stores adhere strictly to the 40-hour 
week established by them during the NRA code period 
but some of the little stores, particularly shoe stores, 
have simply stretched out the work week and profited 
considerably by the fact that a selling bonanza came 
their way by someone figuring out that folks like to 
shop at night. 

But what has happened to the suburban stores by 
this maneuver in the mid-town zone? Many of the 
little stores, particularly shoes and apparel, have prac- 
tically lost their flow of trade by this stroke of mid- 
town cleverness. The people in the neighborhood com- 
munities who bought locally now ride into town for a 
nickel, window shop and buy from the big operators. 
What can be done about it? Absolutely nothing. Stores 
have a right to keep open any and all hours. Even a 
new NRA of a 40-hour week wouldn’t change the 
picture. 

So for the benefit of those economists in government 
service who think that shortening the hours (at retail). 
is one solution for unemployment, we give them the 
New York study of purchasing behavior and indicate 
that some other ways and means of reemployment 
must be found and that retailing will not be the 
absorbent anticipated. 
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LEZYV EN 


WIN ON PERFORMANCE AT 
FAMOUS-BARR’S YOUNGER 
GENERATION SHOE SHOP. 








AT RETAIL IN MISSOURI AND THE WEST. 


STORES 
LOS ANGELES: DENVER AKRON BALTIMORE 


St. Louis Oot. 6, 1936. 


Mr. Chester Reith, 

c/oThe Juvenile Shoe Corp. - 
710 N. 1ath, 

8t Louis, Mo. 


Dear Mr. Reith: 


We were awfully glad to see the additional 
new sonpies of Lazy Bone shoes that yon. ase going ¢ to 
add to your spring line, and we r 
gratulate you upon conceiving such one Rhy designed 
shoes, combined with all the correct health features 
in them that mean so much. 


What amazes us is how these shoes sell. We 
weceived a shipment of Lazy Bones on Monday and before 
the week is over, we have to size them again. This 
indeed is gratifying when you consider that the girls 
end of shoe business has always gotten us into trouble. 
Am convinced that shoes of this nature are going to 
solve our problems, 

Just @s soon as the new spri samples are 
completed, please get in touch with us ine mmediately so 
that we can anticipate our needs early. 


With my very good wishes, believe me, 


Sincerely and cordially yours, 


MJYoskin-ER 





To Retail 





FAMOUS BaRR 


Ss YOUNGER GENERATION SHOP 


Lazy-Bones 


the famous unlined, no-shank 
shoes for very active young 
women are carried in stock in a 
complete range of styles and sizes. 
Regardless of price, Lazy-Bones 
are the finest shoes of this type 
made. Their construction relieves 
stress and strain by gently mas- 
saging the arch with every step; 
invigorating the tissues and blood 
vessels and assuring healthy feet. 
Outside counter pocket, full 
vamp and tongue all in one piece, 
making the inside as smooth as a 
kitten’s ear. Top line is reinforced 
so that the quarter cannot stretch. 


SEVEN STYLES IN STOCK 
White, Brown, Mocha and Black Elk, Sizes 
5/9 AAAA; 4/%9 AAA; 4/9 AA-A; 34/9 
B-C. All priced to retail at $4.00 and $5.00 per 
pair. Write for catalog and samples. 


4 and *5 dt IN STOCK —no. 456—Brown Elk Ghillie Ankle Tie. 











Seven Iron Damproof Flexible Sole. 10/8 Heel. Unlined out- 
side Counter Pocket. 
FINE GOODYEAR WELTS EXCLUSIVELY 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
SIXTH FLOOR, 710 No. 12th BLVD. 


SAINT LOUIS, MISSOURI 





When writing advertisers please mention Boot and Shoe Recorder 



























A special border of this type can be used 
for a whole series of ads. It is two col- 
umns, seven inches. 


YOUR holiday store decorations should stimulate the 
Christmas spirit. Your merchandise displays should 
facilitate gift selections. Your Christmas newspaper 
advertising should dramatically feature your store as 
a “Gift Store,” and also those non-gift departments 
whose selling records show important volume per- 


centages in December. 


h that take the if” 
out of Gifting~ " 



























RECORDER SHOE SHOP 







190 MAIN $T. 
YOURVILLE 


Here’s a layout that can be made up by 
the newspaper, and used for a series of ads, 
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Sparkling Ads 
For Christmas 


Third of a series on holiday promotion 








plans.§ See “‘Yes, There Is a Shoe Store 
Santa Claus,°? October 3ist, and “Maili- 


man iTo Santa To You.’? November 2ist 


by BR.E. ANDRUSS 


Systematic planning will assure covering both these 
points in a complete, comprehensive manner, making 
the most of every sales possibility for your store. A 
definite advertising schedule is especially important 
to the store whose budget limits the amount of space 
that can be used for the campaign. 

Carefully figure out just how much newspaper space 
you can buy for your Christmas campaign. Then make 
a list of both the gift and the non-gift lines that should 
be advertised. 

[TURN TO PAGE 64, PLEASE] 


Have you ever featured a special “night” 

for men? It has been worked. Also plan 

to sell business men hosiery for women in 
their offices. 


My E N COM‘ON OVER! 


MONDAY NIGHT 
IS MENS NIGHT 
6ToIOPM. 


Presents for Women that will 
make you popular without 
paralyzing your purse. . 
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A COMPLETE SERVICE IN FINE CALF LEATHERS 


GRAINS e JACK JETTA @ JILL JETTA © MEXICAN ALLIGATOR e 


= © KAFFORITE e FANCY 


Y THE 





ARE EVER ALERT TO 
THE POSSIBILITIES 
OF FINER FOOTWEAR 


Changing and shifting moods of style offer a constant chal- 
lenge to even skilled leather craftsmen, but OHIO’S find a zest 
in meeting this challenge with a varied range of leathers, colors, 
and designs, all builded upon one base . . . quality. To those who 
produce women’s dainty footwear, or men’s custom grades, and 
to the merchants, we say with some degree of pride that when 
shoes are leathered with Ohio’s Calf Creations they go forth with 
a pedigree worthy of the reputation each seeks to maintain. In 
the world’s marts, this standard of excellence was formally recog- 
nized by the Award of the Grand Prix at the 1935 Brussels Inter- 
national Exposition. 


May we invite you to know more about the style and quality 
values of Ohio’s Calf Creations, and, for aiding you in detailing 
your better numbers, swatches will be sent on request, if you will 
indicate whether for men’s, women’s, or children’s footwear. 


OHIO S CALF 





OHIO LEATHER COMPANY ec e eo GIRARD, OHI 


o © LUXOR e DRESSY SPORT @e WASHETTE e@ KOZY CALF e TOLCO @ POLARIS e KOZY SUEDE e 
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Other ' 
People’s 


By HARRY RB. TERHUNE 


Ideas 


Field Editor, BOOT AND SHOE RECORDER 


A CASH bonus for selling shoes 
over $8.50 has been an important 
factor in considerably increasing 
the size of the average sale at the 
Vorhes Shoe Co., Colorado Springs, 
Colo. 

The bonus is handled on a col- 
lective basis. Each time a sale 
of more than $8.50 is noted by 
the office—from the sales ticket 
—a check mark is made on the 
salesman’s bonus list. When the 
salesman has made 10 such sales, 
he gets a bonus. The arrangement 
is continuous. If a salesman is 
able to sell 10 pairs of good shoes 
in a couple of days, he immedi- 
ately gets the money and starts 
working on another bonus. 

“We're convinced that the whole 
future of the independent shoe 
stores lies in featuring better 
shoes,” says advertising manager 
Frank Little. “We can’t hope to 
compete with the chains on a price 
basis. The first thing to do in go- 
ing after this better business is 
to give the men a real interest in 
selling quality shoes. We're all 
human and we'll work harder for 
a financial inducement than any- 
thing else.” 


* * * 


SAN FRANCISCO women wear 
more black costumes than any other 
color discovered Frank More, so 
in designing a new hosiery bag 
he had one made in black paper 
with silver lettering. These bags 
are so inconspicuous with the black 
dresses that customers do not ob- 
ject to carrying their small hosiery 
purchases, whereas when he used 
the regular yellowish bags, a con- 
siderable number asked that the 
hosiery be sent to them. Now the 


store has an individual bag which 
the patrons would just as soon 
carry along with them. 


& * * 
T. P. HUNTER, who assists C. 


Merwin Dobyns in the management 
of Dobyns Shoe Store, Long Beach, 

















Facsimile of "Flying Lieutenants" button 
& card as issued by Dobyns, Long Beach, 
Calif. 


Calif., has organized a club of “Fly- 
ing Lieutenants” among the boys of 
that community. Each boy who reg- 
isters at the store receives a mem- 
bership button and card. In this 
way an excellent mailing list of 
boys has been obtained and will be 
used in promoting the sale of Keds 
and other boys’ footwear. 


* * * 


A CLEVER way of promoting 
colors is used by The Bon Marche 
store in Seattle. All new colors 
are given a name, then a tag is 





attached to each pair of shoes which 
informs the customer of the name 
and a few words on the reason for 
the shade. Then on the reverse 
side is a list of colors that go best 
with this particular shade. 

For example, a tag reads: “This 
color is BRIGHT PENNY, spon- 
sored by The Bon Marche for Fall, 
1936 . . . a gleaming successor 
to London Tan . . . a rich accent 
to Autumn colors.” The other side 
reads: “BRIGHT PENNY may be 
worn with: Araby Green, Stormy 
Gray, Black, Navy Blue, Brown. 
It’s most dramatic with Araby 
Green, Stormy Gray or Black.” 


* * * 


MAAKING a special bid for high 


| school graduates’ shoe business, 
8 


along with other parts of the grad- 
uate’s wardrobe, Neiman - Marcus 
Co. has organized the High School 
Graduation Council. 

“The council is composed of 
representatives from the seven Dal- 
las and Highland Park High 
Schools,” said Bert Eastman, shoe 
buyer. “These students will assist 
their graduate colleagues in as- 
sembling correct wardrobes at 
Neiman-Marcus Co.” 

First meeting of the council was 
a social gathering for lunch at 
the Baker Hotel. A photograph 
of the group was used as pub- 
licity matter in The Dallas Morn- 


ing News. 
* * * 


A PRACTICAL way of keeping 
track of future special orders when 
goods are either to be made up or 
ordered from stock is in operation 
at Jesberg’s Walk Over shoe store 

[TURN TO PAGE 32, PLEASE] 
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. W. GARDINER COMPANY - LYNN, MASS. 


GARDINER LASTS 


For two generations New England Shoe Manufac- 
turers have proved to their own satisfaction that 
Gardiner Lasts reflect Smart Fashions and Depend- 
able Styles. 

Because of its constant affiliation with New York and 
Chicago style centers, T. W. Gardiner Company is 
able to give the Shoe Trade of New England au- 


thentic service at all times. 


THE LAST WORD 


UNITED 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASS. 
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BOOT AND SHOE RECORDER, November 28, 


REGIONAL 
IN 


1936 





SERVI 


The individual and collective experience and 


facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. 
AUBURN, MAINE 


f. W. GARDINER CO. 


LYNN, MASS. 


UNITED LAST CO. 
BROCKTON, MASS. 


STEWART & POTTER CO. 


BROOKLYN, N. Y. 


THE LAST WORD 


UNITED 


EMPIRE LAST WORKS 
ROCHESTER, N. Y. 
KRENTLER BROS. CO. 
ST. LOUIS, MO. 
KRENTLER BROS. CO. 
MILWAUKEE, WIS. 
UNITED LAST CO., LTD. 
MONTREAL, PQ. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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in Los Angeles. Many times a 
customer will indicate a preference 
for a certain shoe which is either 
on order or which will be made 
up special in case lots. By having 
a record of this preference, many 
sales are saved. 

This system is entirely apart 
from the regular special orders 
from stock and all custom work. 
It has worked out to good advan- 
tage in allowing the store a legiti- 
mate reason for getting in touch 
with a certain customer when new 
goods are received that will par- 
ticularly interest him or her. 


* * * 


SHINING shoes, gratis, for cus- 
tomers is an old, old method of 
building good will. It is still good 
in keeping up the flow of store 





. 


It is our pleasure to extend you the courteous service 
of our Shoe Cleaning Department. 


Proper Care of Shoes is papa 


cleaning dressing shoes we 
> Tt, ~~ hs other proven, feeder * ee. 


Please Keep ond Use This Card. 
GOSTONIAN SHOE STORE 
20 West Monroe Street 


Chicago 
Pat Kay (A small charge tor white shoes). ae, 











traffic and it is also invaluable in 
assuring the trade that the proper 
shoe cleaners and dressing are 
used. 

Pat Kay, manager of the Bos- 
tonian Shoe Store in the Palmer 
House, Chicago, points with pride 
to the many customers who make 
daily use of the store’s service 
shine stand. In his case, he finds 
it best to maintain the stand in 
a prominent part of the store. Here 
unlimited shining service is offered 
the trade. A card is handed each 
purchaser of shoes which reads: 

“Thank you for your patronage. 
We expect our shoes to give you a 
period of long-time wear and en- 
joyable comfort. If, for any con- 
trollable reason, they fail to do 
so, please let us know about it.” 
_ On the reverse side is the follow- 
ing: 

“It is our pleasure to extend 


you the courteous service of our 
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0. P.1. 


Other People’s 
Ideas 


[CONTINUED FROM PAGE 28] 


Shoe Cleaning Department. Proper 
care of shoes is important. In 
cleaning and dressing shoes we use 
imported saddle soap and other 
proven leather ‘foods.’ Please keep 
this card. (A small charge for 
white shoes.)” 


**TOO many shoe buyers were 
‘volume crazy’ either on their own 
volition or by being forced to 
take this stand by the dictated 
policy of their immediate supe- 
riors. Many are getting away from 
this volume bug to the great ad- 
vantage of all of us in the retailing 
of shoes. I do believe most shoe 
buyers have learned how to do 
more business on less stock, even 
those of us who are far away from 
our sources of supply. That means 
we are making more money and 
are really going a long way in 
stabilizing the retail shoe busi- 
ness.” These are the hopeful 
thoughts of E. C. Bragg, shoe 
buyer in the great Buffum De- 
partment Store at Long Beach, 
Calif. 

Continuing, Mr. Bragg said: “We 
buyers have found we must change 
our buying procedure somewhat. 
No longer can we buy a pretty 
shoe just because it is a pretty 
shoe and hope to make money 
merchandising it, Any shoe we 
put on our shelves must have a 
reason behind it. Women are so 
smart nowadays that they will not 
buy a shoe just because it is pretty; 
there must be a place for it in 
their scheme of things. Even if we 
do buy a shoe with a purpose, we 
must dramatize it in our windows, 
our advertising and to our selling 
organization. 

“In this store we feel we are 
better off endeavoring to make a 
fair return on our money and at 
the same time not attempting to 
try to do all the shoe business in 


Long Beach. We are much more 


2 


successful in selling good shoes 
in a good manner. 

“Stocks can be kept clean by 
constantly weeding out the bad ac- 
tors like dropping prices on short 
runs, as taking a $13.50 shoe and 
putting it in at $11.50. This does 
not disturb the public. Then a 
sale lasting a few days at the end 
of the season does a thorough job.” 


* * * 


HOW shall customers be notified 
their application for credit has been 
approved? For several years the 
Fontius Shoe Company, Denver, 
has written personal (form) let- 
ters to the applicant. 

In place of this letter a high- 





Your application for credit has been approved and a 
; nt ta hiieh, d for your 


Your patronage at your pleasure will be appreciated. 
We assure you our best efforts will be exerted at all 
times to serve you satisfactorily. 





Yours very truly, 
THE FONTIUS SHOE CO. 


JIRTEENTH 
aT WELTON 











grade card has recently been 
adopted, size 414 inches by 514 
inches, printed on heavy vellum 
stock. The wording is about the 
same as that of the letter, but the 
card allows the thirty-day credit 
terms to be emphasized in a way 
that lets the customer know these 
terms apply to everyone. 


* * * 


THIS one is for the traveling men 
and comes from Harry Bennigson, 
who travels the Pacific Coast and 
has made many friends there while 
representing Plaut-Butler and the 
Schawe-Gerwin Co. On the back 
of his business cards he has the 
following printed, which he says 
saves him many broken or delayed 
appointments: 


APPOINTMENT 
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poration need no elaboration to tell an amazing story 


of leadership in the men’s shoe field: 


From January 1936 to October 1936, inclusive, 
General Shoe Corporation showed a net in- 
crease over the same period of the preceding 


year of 1,021,643 pairs of men’s dress shoes. 
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representative will be glad to tell you about them. 


GENERAL SHoK CORPORATION 
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Left to Right: The Chilton (4313), genuine White Jack Buck; The Macon (M-4644), 
Grey Velour Buck; The Randolph (M-4533), genuine Alligator and White Jack Buck; 


Watch Frank Jarman 








EWS is spreading fast about the new Frank Jarman Custom Styles for 1937! 
Their sensational style and quality is being hailed enthusiastically by 
dealers everywhere. They’re smarter, trimmer, tailored with that extreme care 
which goes into every pair of Frank Jarman shoes. The leathers, too, are cut 
from the finest imported and domestic skins. Thousands of men are turning 
daily to Frank Jarman Custom Shoes-—resulting in extra business and extra 


JARMAN SHOE COMPANY, NASHVILLE, 


Pink Wyman 





The Marshall (M-4525), Dust Grey and Champagne Calf; The Cullman (4314), White Calf; 
The Pimlico (HM-4539), genuine White Jack Buck and Dark Green Calf, with crepe soles. 


Custom Shoes in 37! 


profit for every Frank Jarman dealer. . . . Examine the smart new styles shown 
above. Imagine them in your windows. On request, one of our representatives 
will call with the new samples and complete details of the Jarman franchise. 
Meanwhile, if you would like a second reason for the growing popularity of 
Frank Jarman Custom Shoes . . . tune in Jarman ‘‘Portraits in Harmony,” 
NBC blue network, Tuesday nights, 10:30 to 11:00, E.S.T. 
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TENNESSEE -« Division General Shoe Corporation 




















Through the years we have adhered to a method of tanning sole leather, 
so that favorable records of performance on men’s street, dress, sport and 
heavy-duty shoes would follow its use. We take pardonable pride in recording 
a quality test, in such graphic manner, no doubt should exist in your mind as 
to what sole leather will help you sell shoes profitably. 


KISTLER “BENCH BRAND” 
SOLE LEATHER 


is admittedly “The Finest American Tannage.” That distinction was given 
it by one outside this organization who knew leather. In the above picture we 
show a pair of shoes worn by a Boston letter carrier. City territory is tough on 
shoes whatever the weather. You see what we saw after more than a thou- 
sand miles of daily service on a pair of Kistler “BENCH BRAND” 9 iron 
outsoles—and that’s not much, is it? 


FOUNDED - 1840 





A SELLING SUGGESTION 
When it is price against quality 
it will be helpful to say—We be- 
lieve no saving in first cost can 
offset the displeasure of soon 
resoling. By buying shoes with 
Kistler “BENCH BRAND” 
leather soles you avoid that pos- 
sibility. 


This chart represents a side 
of leather. The part used for 
KISTLER “BENCH BRAND” 
SOLES is about 13% of the 
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“This display brought throngs of customers to my store,” declares Louis Fein, Philadelphia 


specialist in othopedic shoes 


, in commenting on the attractive display of galoshes and rubber 


“footwear reproduced above. Don’t overlook the sales possibilities in this type of merchandise 
during the Christmas holiday season. 


STORMY WEATHER 


Arctics, Boots and Stout Protective 


THIS is the time of year when shoe stores should 
launch an intensive promotion of rubber footwear for 
Winter, with special emphasis on galoshes, for which 
December storms and snows almost invariably create 
a spot market. Shoe merchants always like to turn 
their rubber stocks as early as possible in the Winter 
season, for in northern sections the rubber investment 


is a considerable one, and the retailer who succeeds . 


in converting a considerable part of it into cash places 

himself in the position of being “open to buy” other 

needed merchandise as the season advances. 
Weather conditions play a major part in determin- 


ing the peak period for rubber footwear sales; in fact,. 


there used to be a saying to the effect that “you can’t 
sell rubbers when the sun shines. 
are many retailers who have proved beyond a question 
that it is not only possible, but perfectly feasible to 
stimulate rubber footwear sales and. advance the date 
of the selling season by timely, well planned promo- 
tion of this merchandise in mnpe advertising and 
window displays. 

This week we illustrate an unusually attractive rub- 
ber footwear window display featuring a group of the 
newest styles in galoshes. It produced real business for 
a Philadelphia store because it was timely, attractive 


” Nevertheless there -: 


AHEAD 


Footwear of Ali Sorts Should 
‘Be on the December Promotion 


Calendar for Every Shoe Store 


and interesting. Note the “rainy day” background panel 
and the smaller fashion pictures to show the use of 


‘the goods.. Observe the three striking numbers in 


white and the other fur trimmed models, given a place 


: of. prominence on the higher stands for their attention 


value, while the more staple types are shown in the 
lower foreground. The white floor covering gives a 
snowy surface appropriate for the display of galoshes, 


‘and the whole effect is pleasing and attractive. 


Every shoe store-should plan to devote a window to 
galoshes and other seasonable types of rubber footwear 
at regular intervals during the Fall and Winter months. 
Customers are likely to postpone the purchase of 
galoshes, arctics and similar types of rubber goods 
until actual necessity compels them to buy, and then 
it is sometimes inconvenient or difficult to make a 
trip to the store for that purpose. To remind them 
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This interesting window by Stern Brothers, New York, presented a line of feature shoes and 
showed, by means of the fashion sketches in the background, how various groups of patterns fit 





1936 





into the style ensemble. 


of their coming needs so that they may provide them- 
selves with such footwear a little ahead of the first 
snow storm is a real service to the customer, and one 
that in many instances will bring an appreciative 
response. 

With the beautiful styles in rubber footwear now 
being produced by the various manufacturers, it is 
possible to create window displays fully as attractive 
and appealing to the eye as those which can be made 


with any other high style footwear, provided care 
and discrimination are used in the plangjng. A win- 
dow of this character early in December has a quality 
of timeliness that will appeal to the public, for by 
that time the average person is in the market for 
rubber footwear of one kind or another. Arctics and 
galoshes are also exceedingly appropriate for Christ- 
mas giving and shoe stores should not fail to emphasize 

[TURN TO PAGE 64, PLEASE} 
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pret ene women have an important place in the Winter They 
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“Miss Jones, take a letter to 
Hannahsons Shoe Co., Haver- 
hill, Mass. . 


“Gentlemen: 


Our last order has just ar- 
rived in record time and, be- 
lieve me, those gold and silver 
patterns are great. 


We agree with you 100% in 
your choice of Amalgamated 
Kid for another season. There 
is none better." 
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TRIXIE 


TRIXIE IN STOCK 
—_ Silver Kid 
Gol 


Gen 
Genuine 
66 


As above only with 17/8 
As above only with 12/8 As above on only with 17/8 Continental Heel 


Conti: Hi 
R1007 Genuine Silver Ki 
beet medi Kid 3. R1009 Genuine oa4 Kid 
B Widths AA an 


only 
1 rried in stock in This pattern = ca 
~ . White Faille or Black both beols in Black Crepe or White Crepe 
at $2.00. 35. 
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HANNAHSONS 


In Stocr HAVERHILL, MASS. 
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Extends 
Invitation 
To 
Retailers 
And 
Wholesalers 


” 


Shoe Manufacturers 





National Boot And 


IN response to suggestions from manufacturers last 
year that they wished to bring their customers to the 
shoe manufacturers’ annual dinner and business meet- 
ing, the board of directors of the National Boot and 
Shoe Manufacturers Association has extended an in- 
vitation to wholesalers and retailers to attend. The 
dinner meeting will be held in the Red Lacquer Room 
of the Palmer House, Chicago, Monday evening, Jan. 4, 
1937, at 6:10 P. M., during the week of the National 


-Shoe Fair. The tickets will be $2.00 each, which is the 


amount charged by the Palmer House for the: dinner. 

The dinner will be simple, informal, and served 
promptly at 6:10 P. M., in order that the business ses- 
sion immediately following the dinner may be con- 
cluded promptly at 8:30 P. Mthe time scheduled for 
a meeting devoted to the Science of Proper Shoe Fit- 
ting, under the auspices of the Joint Committee of the 
National Shoe Fair, to be held in the Grand Ballroom 
of the Palmer House on the same floor as the Red 
Lacquer Room. 

As is customary at the annual meetings of the 
National Boot and Shoe Manufacturers Association, 
the president, Frederick A. Miller, will deliver his 
annual address and outline present and future prob- 
lems confronting the shoe manufacturing industry; 


Miss Ruth S. Freeman, secretary-of the association, will 


give a brief report of ‘activities of the association dur- 


ing, the post pe Pan” 0. ai ic ieee are; = 
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Association Announces Plans for Annual — 


Palmer House in Chicago, January 4,1937 — 
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Dinner and Business Meeting, to Be Heldat . 












F. A. MILLER 


dent, will give his annual report, especially dealing - 
with recent Federal legislation, including the Robinson- 
Patman Act. 

In view of the informality of the dinner meeting, 
and the fact that reservations and arrangements for 
this dinner will be made from the New York office of 
the association, last minute additions or cancellations 
cannot be made, as a guarantee must be made to the 
Palmer House in advance, covering the number of din- 
ners to be served. As the grand ballroom of the Palmer 
House will be used for the meeting immediately fol- 
lowing the manufacturers’ dinner meeting, as. men- 
tioned above, the attendance at the dinner will be 
limited to the capacity of the Red Lacquer Room; and 
those who wish to attend should send in their checks 
and reservations promptly. 

It is especially urged that all shoe ‘manufacturers, 
both non-members and members of the association, 
have as many members of their organization attend 
%s possible, including salesmen, factory superinten- 


‘dents and foremen, credit men,, accountants, and other . 


i i — and executives of their ‘companies -. 
ee ~ [roan TO PACE 68; eeeAse] * ie 
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sROWN 


BLUE 


BLACK... 


PASTELS 


8 Real:profits demand not only: 


q first’ gales, but ‘customers wha 
come back for “repeats”. This 


means the making of shoes that 
give full re-sale value. Surpass 
PHANTOM Kid, in Black and 


_ in Colors, has a character and 


a style authenticity that are 
inescapable. Selection of the 
raw stock, Surpass tannage with 
its exact control of both the 
chemical and physical proc- 
esses, Surpass grading, that 
gives the manufacturer a de- 
pendable, year in and year out 
uniformity, are responsible for 
the fine grained, silky, firm kid 
that keeps your customers sold 
and that brings them back to 
you when they need footwear. 


OUTSIDE 
STOCK 


LINING 


STOCK 
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“WHAT’S IN A NAME?” 


The answer is: “A great deal!” 

Consider, for example, the name of W. L. DouGtas. 
W. L. Douglas is—and long has been—the best 
known shoe name in America. Thousands of people 
(including many of your customers!) recognize it 
instantly. To them it is the sign of good shoes. Shoes 
made on an all-leather standard. Shoes they feel 
safe in asking for ... and buying. Shoes that give 
them all the finest, latest styles plus the kind of ser- 
vice that brings customers back for their next pair. 

To you, the name DouGLas today means a Spring 


line that offers a superb assortment of ALL-LEATHER 
shoes retailing at $4, $5 and $6.50. It means smart, 
comfortable styles in cool lightweights and veniti- 
lated types. It means many sport styles in solid 
colors, and attractive trimmed combinations. And 
the Douglas Normal-Treds with patented, scientific 
features at $7.50. Also, the new Douglas Arch Line 
at $5, which offers the latest sports types as well as 
popular-styled street shoes. 
It means reasonable mark-up. Vigorous national 
advertising. And prestige that creates sales. 





W.L. DOUGLAS SHOES 


299 Broadway, New York « BROCKTON, MASS. ¢« Broadway Arcade Bldg., Los Angeles 
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Bright as the Crown Jewels! 


Coronation Colors 


BURNISHED 
KID 


Rubies, sapphires, emeralds and 
amethysts, set in polished metal, shine no more 
brightly than New Castle's festive new ‘Burnished 
Kid!"" Now that a deep Shadow is thrown over 


daytime kidskins, these are doubly brilliant by con- 


trast. They belong to the evening hours, in a season 


of gayety, glitter and’glamour! 


Coronation Red, No. 1230 
Regal Blue, No. 1365 
Royal Purple, No. 1052 
Confetti Green, No. 1145 
Crown Gold, No. 155 


Mew C, stl, 9 Sea Alllied Xf ree (j 


100 Goid ASreet, New York Guy iS it 
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WHERE STRENGTH AND 
STURDY CONSTRUCTION 
ARE ESSENTIAL . . . 


Experienced manufacturers and retailers 
know the importance of strength and rigid- 





ity in shank construction and wood heel 
attaching. 


Based upon sound shoemaking principles, 
Unishank and GAC “Wood Heel Screw 
Attaching combine to promote security to 
the finished shoe. These thoroughly tested 
methods add strength, increased. durability, 
and comfort to the shoe throughout its life. 

















UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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Priced to fit the popular purse—women will 
go for these high styled sandals. They'll buy 
three and four pairs at a time—they're priced 
that low. Every volume minded merchant with 
an eye open for quick moving, well-made, profit 


bringing sandals will find Middletown just the 


line he wants. Write us today for a complete 


showing of styles and prices. 


TO RETAIL 
from $1.95 and higher 
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Boys. Too, Need Shoes 


in error. The mothers are at all times 
anxious to have their boys in the 
atmosphere of the men’s department, 
and, of course, it’s true that about 99 
per cent of the little gents’ shoes are 
sold to the mothers. : 

“As to the last which is proper to 
these shoes, we believe that only the 
little gents’ should be used, other- 
wise trying to cover a market with, 
namely, girls’ shoes, is all wrong. 
These lasts are too narrow across the 
innersole and tip. 

“Regarding the assortment of styles 
necessary in this market, we agree 
that in many instances too many pat- 
terns are carried to cover this field. 
This also may be applied to the larger 
boys’ shoes. This is owing to the fact 
that the boys using size three and up 
are more or less style conscious, to a 
small degree, as they are just at the 
point of observing what other boys are 
wearing. 

“We, therefore, feel that it is ad- 
vantageous to carry more patterns of 
these sizes, although at the end of the 
season we find the greatest amount of 
business is done on two or three styles.” 

From the shoe merchandiser of one 
of the great department stores of the 
country, where millions of dollars’ 
worth of shoes are sold annually, comes 
this expression to our problem: 

“The term children’s shoes means 
shoes for little boys or little girls up 
to size three and for ages of two 
through nine, depending, of course, 
upon the size of the child. As we have 
tried the youth last and found it un- 
satisfactory, we are now using chil- 
dren’s lasts up to size three. 

“Those little boys who wear the 
children’s last have just as many pat- 
terns and styles in shoe smartness from 
which to select as can be found in the 
youth last. However, when a boy wears 
a shoe above a size two and a half or 
three, he is ready for regular boys’ 
shoes, as his foot has developed enough 
so that the boys’ last fits him and that 
same last should carry him through to 
size eight and a half or nine.” 

A Southern shoe buyer who has done 
a good job in boys’ shoes for years, 
tells. us: 

“For several years we have con- 
ducted a very successful boys’ shoe de- 
partment in connection with our men’s 
shoes. We start the sizes at youths’ 
11% and run them up to connect with 
the men’s. This we believe is the logi- 
cal place for boys’ shoes and our ex- 
perience has justified this opinion. 

“The average boy wants to dress 
like his dad and wants to buy his shoes 
and clothes at the same place where 
his dad does. We try to carry the 
mannish styles even down in the youths’ 
sizes, although we have to carry some 
plainer styles. The only obstacle we 
have found is that the mother usually 





[CONTINUED FROM PAGE 21] 





AD GLORIFIES SHOES 
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An unusually beautiful evening foot- 

wear advertisement used this month 

by Huggins of Los Angeles and 
Pasadena. 





comes with the small boy and hates 
to see her boy growing up. This is 
the sales resistance we find in selling 
the mannish type of shoes for the 
small boys. 

“Quite a variety of smart styles are 
carried for the small boys and youths. 
It is surprising how they stick to us 
when they get ready‘ to buy men’s 
shoes.” ; 

In order to round out this inquiry, 
we went to a comparatively small 
Pennsylvania city, York, Pa., to ask 
the men’s and boys’ shoe buyer of a 
department store there what his find- 
ings were. And from Davis Lewis, of 
the Charles H. Bear & Co. department 
store, comes some very decided and 
interesting comments, to wit: 

“The boy customer of today is the 
man customer of tomorrow. Regarding 
style, every young man’s shoe style 
is quickly reproduced in boys’ shoes 
nowadays, and a ready sale is found, 


inasmuch as most boys want shoes 
and other furnishings, ‘just like dad’s.’ 

“Regarding the fitting, have you no- 
ticed the necessity for larger sizes 
to take care of boys’ feet, sizes even 
beyond the customary big boys’ range 
of 6% to 9? There are at least two 
reasons for this. One is that boys’ shoe 
departments for some time have been 
carrying shoes in a good range of 
widths and, therefore, are able to fit 
feet properly and allow for the boy’s 
natural growth. 

“Second, I believe the boy of today 
is even more active with the special 
emphasis we have in participating 
sports and the ever growing number 
of camps and playgrounds that are 
now available to most boys. With the 
boys more active and his shoe man 
able to fit his feet and allow for 
growth, boys’ feet are getting larger. 

“There is a practice of fitting small 
boys in children’s departments, which 
do not carry real boys’ shoes. I firmly 
believe it is a mistake many shoe 
men and mothers make. This practice 
I have noticed very much, particu- 
larly in selling little gents’ and youths’ 
sizes to size two. Most stores sell 
several times the number of boys 
shoes from 2% to 6, as compared to 
the smaller boys’ size range, and most 
boys’ factories show many more styles 
in boys’ shoes than they do in smaller 
boys’ sizes. I do not believe it is all 
due to the fact that some boys’ lasts, 
that is, narrow toes, would not be suit- 
able in small boys’ shoes. 

“The reason for the lack of volume 
and styles in little gents’ shoes, I be- 
lieve, is because too many small boys 
are being sold children’s (girls’) foot- 
wear. While the styles are similar, as 
far as plain toes, moccasin tips and 
shield shank tips are concerned, the 
lasts are not intended for boys’ feet. 
Furthermore, children’s shoes are not 
built as heavy as real boys’ shoes and 
do not give the service for active boys 
that regular boys’ shoes do. Possibly, 
a great deal of this practice could be 
overcome by advertising ‘Fit Your 
Boys in a Boys’ Shoe Department.’ 

“Shoes for boys must stand the 
toughest test of all shoes. Here it is 
most important to have shoes built 
for real good service and not down to 
a price. I believe boys are much harder 
on shoes than any other member of the 
family. 

“In selling boys shoes, I believe it 
is well to inquire if a dress shoe is 
desired or a school shoe, and then sell 
a shoe for the purpose intended. How- 
ever, when the purse is limited and 
the pair of shoes to be bought must 
cover all occasions, I try to sell a shoe 
from the service standpoint, rather 
than from a style angle. 

“Yes, boys, too, need shoes and they 
must be sold shoes that fit, that wear 
well and have good style.” 
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D ISP LAY ROOMS @ The National Shoe Fair will completely occupy the 


6, 7, 8, 9, 10, 11, 12, and 13th floors at Chicago’s Palmer House. Shoes of every type, price 
and classification will be on display for the nation-wide approval of retailers. Only 78 display 


rooms now available! p IS PLAY B TH ® 
00 S @ The Exposition Hall on the 


convention floor will present an accessory and allied trade showing of hosiery, handbags, shoe 
machinery, shoe polishes, modern store fronts, store fixtures, store furniture, lighting equip- 
ment, shoe appliances, advertising novelties, trade papers. The 10,000 shoe men in convention 
are concerned not only with footwear, but also with the related products and services of kindred 
trades. Display space is being increased to take care of the numerous reservations. There are 
still large booths available in good locations. Apply for your display booth immediately. 
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NATIONAL SHOE FAIR 


January 4-5-6-7 e Headquarters Palmer House e Chicago 1937 
MAKE YOUR DISPLAY RESERVATION NOW! 
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SHOE MANUFACTURERS 
ACME SHOE CO., 
Charles Giles, 
Children’s stitchdowns, $1.50 to $2.00 
JULIUS 198 AL TEN et. Ine., 


t, 
Ques gr misses’ and children’s shoes, 
$3.00 to $7.50 
€. ®, Pony! | SHOE CO., 
be H. Gol 


idberg, 
wornen’ 6 shoes ‘Sbicca”’ s “Compo Welt’’ con- 
struction. $5.00 and $6.00 


BEST SHOE Co., 
Robert 2 
foes novelty shoes in stock, $3.00, $4.00 and 


BRADLEY-GOODRICH CO., Ine., 
Howard J. 5 

Men’s Turn Sole Slippers, $3.50 to $10.00 
oncHoward 3. co., 

Complete general line pt plus Dationally » omegtiont 

omens “nisete “Airsteps,”” 

Brown” shoes for children, Boy and ‘Get Scout 

Shoes. 
commen, Bugiton eee. ace L ATHER co., 

rian ““Footsaver,” and “‘Mansfield’’ shoes 
bes COPELAND AND RYDER CO., , 
Fred H. Wi 


Mes eae Women’s “Copes”” arch shoes, $9.50 


canpoees TERRY co., 
Men’s, women’s and- children’s shoes, general line. 
boneTay F ted SHOE CO., 
an, " 
Wonien’s high grede shoes, $6.50 to $10.00. 
EMPIRE SPECIALTY FOOTWEAR CO.:, 
Men's and Boys’ dress shoes, work shoes and Hi- 
cuts. Ladies’ and children’s shoes. ‘‘Standon’’ 
tennis shoes. Rubber footwear 
EPHRATA SHOE Co., 
Lou Brown and H. Lang, 
Wess pee pre-welts from 1’s to 8’s in stock, $1.60 
FRANZEN ONCE S SLIPPER CO., 
Samue! 
Slippers, oar oo” to ‘$1.50 
vincent wg LY co., 
Boudoir slippers 
HUNTINGTON SHOE CORP., 
Men's Shoes, $4.00 to $5.00 
INTERNATIONAL SHOE Co., 
Women’s high grade » $6.50 to $10.00 
RIRREPOMA, Set co... 


Ladies’, Men’ wy Boys’ and Girls’ Rid! Boots, 
$6.00 to $20.00 ™ 
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KNIGHTS-ALLEN CO., Ine., 
Howard J. Engqu 
Men’s Turn’ sole slippers, $3.00 to $4.00 
KNIGHT SLIPPER MFG. CORP., 
Howard J. Engquist,- 
Padded sole slippers, 79¢ to $2.50 
G. Ganawnene & 98.. ine., 
rd J. Engqu 
Tey ‘cloth Bath Mules, $1.25 to. $2.50 
ah neee SLIPPER Co., 
uel A. Wax and Simon 
uoene and sandals, $1.00. to bar 
THE MILLER SHOE ‘CO., 
H. Wendt, 
Women’s Health Building Shoes, 
MONDL mre. COMPANY, 
Howard Engquist, 
Sheepwool Demmen, 59¢ to $4.50 
PONTIAC SHOE CO., _ 


Otto 
= "Arch, dress and sport shoes, $5.00 and 


, $7.50 to $10.00 





evens ee SHOE CoO., 
Women’s high ede ‘shoes, $6.50 to $10.00 
REECE WOODEN SOLE SHOE CO., 
Howard J. Engqu' 
Wooden Sole Yootwear, $1.00 to $7.00 
E. P. REED & CO., 
Edward Streeter, 
Women’s quality footwear. 
“‘Sportview’’ and ‘‘Matrix’’ shoes 
R. J. SAWYER, Ine., 
Howard J. Engquist, 
Camp and Hunting Footwear, $2.50 to $12.00 
SOL-EASE FOOTWEAR CO., 
Slippers, $2.50 to $3.50 
SWAN SHOE . +» Ine., 
Howard J. equist, 
Padded and Preewelt’ sole slippers, $1.65 to $6.00 
verges eLiprsr co., 
Simon 
Slippers and ‘sandals, $1.95 to $4.95 
UNITY SHOEMAKERS CORP., 
annen, 
Women’s shoes, $5.00 to $6.00 
UNIVERSAL SHOE MFG. CO., 
Dave A. Marks, 
Women’s $3.00; Women’s Ueo and 
é ‘omen’s Delmacs, $4. ; Gi 
Girls’ Welts, $3.00 and $4.00; Men's Welts, 
$3.00, $4.00 and $5.00 
whegenetn ones COMPANY, 


complete, Line 2 ath etic Footwear, $3.00 to $12.00 


RETAIL SHOES 


JONES TREADEASY SHOE SHOP 
NURSE SHOE CO. 

O'CONNOR & GOLDBERG 

DR. REED CUSHION SHOE Co. 


“Collegebred,’’ 


OTHERS 


ARNOLD BROS. & CO. (lasts) 
BEE HIVE SHOE REPAIRING CO. 
BOOT & SHOE RECORDER 
BOWCRAPT Co., 

Robert H. 

Bows and ornamepts, 50¢ to $1.00 
CAMERON & CO. (shoe store seating) 
H. J. COLLIS MFG. CO., 

Howard 


Fabrie and Leather ‘Ankle Supporter, $1.00 to 


sunse SHOE RESHAPING DEVICES, Ine. 
FELTMAN & CURME SH . 
; ; ME SHOE STORES Co. 


STEPSOFT PRODUCTS Co., 
Howard 








Insoles, Heel , ete., 10¢ to 25¢ 
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Everyone Can Sell 
Dancing Shoes 


[CONTINUED FROM PAGE 19) 


for a degree team. The men and wo- 
men in a Scottish Band must have 
leggings to wear with their kilts. It 
is part of the Horwitz business to 
supply these different kinds of foot- 
wear. All customers are calling for 
footwear or costumes for entertain- 
ment -and the stage. No costumes are 


rented for the Bal Masque or for 


masquerade parties. All customers are 
somehow interested in some form of 
stage productions, either in training 
for them, or as participants. 

The Horwitz store carries ballet 
slippers in_lots of ten pairs to a size, 
from small children’s size 8 to women’s 
sizes; in black, white and colors; all 
sizes priced alike, at a range of $1.85 
to $4.85, according to material—kid, 
satin, metallic fabrics and leathers. 
These ballet slippers are of soft con- 
struction, not. the old style with 
puckered toe and hard sole. Tap 
dancing starts with youngsters five 
or six years old and continues almost 
to old age. Sole tapping is growing 
in popularity; so footwear for these 
forms of the dance is in stock, with 
proper toe or sole and heel plates. 
Tap slippers, including taps and heel 
plates, are offered for students at 
$1.98. Toe dancing slippers are gen- 
erally wanted in black kid or in ‘colored 
satin, Here, too, are wooden soled 
shoes. for clogging, Dutch ‘wooden 
shoes, - riding boots made partly of 
calfskin and partly of canvas which 
may be. dyed’to desired colors for use 
by*mounted characters in pageants. 

As, there’ has come to be more busi- 
ness in this'type of footwear, so like- 
wise, it has grown more difficult. This 
is the reason why ‘the other shoe stores 
in Rochester have, in general, with- 
drawn from this class of. business 
and left it to the Horwitz store.. In 


the earlier days of the popularity of. 


the dance, shoe stores got along very 


well if they carried a few pairs of |; 


ballet - slippers -and perhaps of toe 
dancing slippers, in addition -to at- 
tractive looking party slippers. 

But now the footwear requirements 
have become so much more varied that 
it is certainly unlikely that the aver- 
age shoe store can carry enough foot- 
wear of the theatrical and dance type 
to meet all local demands: - Yet it is 
feasible, and it may be desirable, in 
many a shoe store, to make arrange- 
ments with manufacturers. of these 
types of footwear to supply the: needs 
of the ¢community by special. orders. 

Manufacturers _ will gladly serve re- 
tailers in this way. Their names~may 
be obtained by consulting announce- 
ments of RECORDER advertisers, and 
by inquiry from the RECORDER office. 


Publicity. given to the ‘dance in the. 


public press and elsewhere is equiv- 
alent, ‘to. just so. much propaganda Sor 


_-Crorn TO PAGE 8,- PLEASE] 
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Heel Pad inner Lem Metatarsal Seamiessi-Pc. 
absorbs some of itudinal servesésa- Backs Premold 
the shotk for ~ Pad that locks support for the seamless back fea- 
heel in place meta‘ thus ture elimi 
and at the same relieving pres- % ing one f 
hard pavements —time gently su sure on the ball. seamless. Leather 
all day. ports the aréh. of the foot. and lining are — 
melted De 
fore vk 
ise smooth, 
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THE SHOES YOU'D 
BUY FOR YOURSELF 
IF YOU WERE A 







Men who must be on their feet for 
long hours need ‘the soft-velvety, 
yet energy-building comfort to be 
had in the 3-way cushion support 
of City Club Velvet-Step Shoes. 
This exceptional feature anchors 
the heel in place, gently massages 
and supports the inner longitudi- 
nal arch, and cushions the metatar- 
sals. Additional comfort features, 
which also assure a better fit, in- 
clude the Premold-Seamless back, 
broader heel space to prevent rid- 
ing on uppers, full-tread lasts and 
a shorter, snug-fitting top line. 
There is a real profit opportunity 
in this new City Club Velvet-Step 
line. ,. 


Specifications: A last for 
every foot classification. Welt con- 
struction . . . Fine selected upper 
stock’. . . Soles of fine cowhide 
bends . . . Invisible nailed rubber 
heels ... Widths AAA to G, sizes 
5 to 14. Fall line IN STOCK . 

Most styles priced at $3.50 to retail 
at $6.00. Terms... 60 days net. 


Poles” 


Branch of International Shoe Co. 
ST. LOUIS, MO. 




































comfortable heel. 
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Shoe Ves 


THIS WEEK IN THE SHOE TRADE 
SATURDAY, NOVEMBER 28, 1936 


NATIONAL NEWS 





Industrial Peace Pact Signed 





“Shoe Manufacturers Board of Trade and Boot and Shoe Workers 
Union Renew Agreement in New York 


New YorkK—The Shoe Manufac- 
turers Board of Trade of New York, 
Inc., and the Boot & Shoe Workers’ 
Union have signed an agreement cover- 
ing practically the whole of the high 
quality shoe industry of New York for 
the three-year period beginning Nov. 
16, 1936. This agreement follows a 
three-year compact which began in 
November, 1933, and came to an end 
last week. 

Conferences between the employers, 
represented by the Shoe Manufacturers 
Board of Trade of New York, Inc., and 
committees and officials of the Boot & 
Shoe Workers’ Union, have been held 
since the middle of October, and all 
questions at issue have been settled 
without resort to arbitration. 

“The three-year agreement which 
has just been signed by the Shoe Manu- 
facturers of greater New York is a 
triumph for sound principles of collec- 
tive bargaining both by manufacturers 
and workers,” said Morgan Grossman, 
president of the Shoe Manufacturers 
Board of Trade of New York, Inc. “The 
local shoe industry was among the very 
first to cooperate with the Administra- 
tion’s program for shorter hours, high 
wages and fair trade practices when 
the New Deal was launched in 1933. 
As a part of this program of coopera- 
tion, we entered into contractual rela- 
tions with the recognized union of shoe 
workers, and during the three years 
that have just been completed, in spite 
of trying conditions in which our in- 
dustry has suffered, we have success- 
fully maintained high standards of fair 
dealing on both sides. 

“The prestige of the New York-made 
shoe was maintained throughout the 
depression and has never been more 
secure than at the present time. With 
the return of general business to more 
nearly normal levels, our local shoe 
industry looks forward to a continual 
improvement.” 


50:Per Cent ienciane in 


Government Hides 


WASHINGTON, D. C.—With more than 
50 per cent of its holdings of hides and 
skins . accumulated from the 1934 





DATES TO REMEMBER 


National Shoe Travelers’ Association, Inc., 
Twenty-Sixth Annual Convention, Hotel 
‘Morrison, Chicago, Ill.....Jan. 2, 3, 4, 1937 

National Shoe Fair, Palmer House, Chi- 
cago, Ill. Jan. 4, 5, 6, 7, 1937 

National Shoe Retailers’ Association Con- 
vention, Palmer House, Chicago, Ill., 

Jan. 4, 5, 6, 7, 1937 

National Boot and Shoe Manufacturers’ 
Association Convention, Palmer House, 
Chicago, Ill. ......... Jan. 4, 5, 6, 7, 1937 

Michigan Retail Shoe Dealers Association, 
Annual Shoe Fair, Hotel Statler, Detroit, 
WINUNE c ace occpencece Jan. 10, 11, 12, 1937 

Northwestern Shoe Retailers Regional 
Association Annual Convention, Hotel 
Martin, Sioux City, lowa, 

Jan. 17, 18, 19, 1937 

Texas Shoe Retailers Association Annual 
Convention, Hotel Adolphus, Dallas, 

Jan. 25, 26, 27, 1937 

Middle Atlantic Shoe Retailers’ Associa- 
tion 23rd Annual Convention, Benjamin 
Franklin Hotel, Philadelphia, Pa., 

Feb. 7, 8, 9, 10, 1937 


‘Indiana Shoe Travelers Association Four- 


teenth Annual Indiana Shoe Buyers 

ba Claypool Hotel, Indianapolis, 

Ind Feb. 7, 8, 9, 1937 

Penn ents Shoe Travelers Association An- 
nual Tri-State Shoe Mart, William Penn 
Hotel, Pittsburgh, Pa.. .July 18, 19, 20, 1937 





drought cattle purchase program al- 
ready disposed of, the Federal Surplus 
Commodities Corporation is offering for 
sale 180,000 pieces of the lots of hides 
and skins remaining in the hands of 
the Federal Government. Bids on the 
latest offering were invited recently, 
and were opened Thursday, November 
19, 

In offering additional hides and skins 
for sale, the Government continues a 
policy established with the first sale un- 
der which the hideg and skins have been 
released in limi quantities in order 
to avoid any possibility that the market 
would be unduly burdened by offerings 
in excess of the ability of the trade to 
absorb them. 

The hides. and skins came into the 


possession of the Federal Surplus Com- 
modities Corporation two years ago 
when the slaughtering of several mil- 
lion head of cattle became necessary in 
order to salvage meat animals which 
otherwise would have died from thirst 
or starvation because of severe drought 
conditions. The meat from the drought 
cattle bought by the Agricultural Ad- 
justment Administration was processed 
and distributed to persons on relief 
rolls. Of a total of 2,081,775 hides and 
skins carried over from the 1934 
drought program, 1,054,461 had been 
disposed of by October 15, 1936. 

The current call for bids has met 
with a ready response, and indications 
are that no difficulty will be encoun- 
tered in making the sale. 


International Shoe Co. to 
Give Bonus 


MANCHESTER, N. H. — The Interna- 
tional Shoe Company announces it will 
distribute to each of its 30,000 em- 
ployees, December 15, a Christmas 
bonus of one week’s pay, limiting the 
maximum to $50. The company oper- 
ates plants in various cities in the East 
and West. 

Employees in Manchester, Nashua, 
Merrimack, Claremont and Newport 
will benefit. 


—_——_—_ 


Bridge in Memory of Shoe Man 


PATCHOGUE, L. I.—A bridge in memo- 
ry of the late Frank Melville, the shoe 
manufacturer, is to be constructed here, 
the Brookhaven Town Board has made 
known. Eighty per cent of the cost of 
the bridge, which is $56,000, is to be 
borne by the widow of the footwear 
manufacturer, Mrs. Jennie F. Melville, 
of Setauket. Mrs. Melville’s check for 
$44,804.30 was turned over to officials 
by T. Bayles Minuse, who represented 
Mrs. Melville. 

For many years Mr. Melville lived in 
Setauket, and was active in its civig. 
religious and philanthropic work. He 
took an important part in bringing 
about many: of its improvements. 

Resolutions of thanks, and praise for 
the work of her late husband, were 
passed by the Brookhaven Town Board, 
and presented to his widow. 

The bridge that is to be constructed 
has long been one of. the needs of the 
community. 
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Indiana Travelers Announce 
14th Shoe Buyers Week 


INDIANAPOLIS, IND. — The Indiana 
Shoe Travelers Association will hold its 
14th annual Shoe Buyers Week on 
February 7, 8, 9, 1937, at the Claypool 
Hotel, here. The official headquarters 
for all applications and information 
will be at 527 Washington Hotel, this 
city. 

One of the long-standing rules of 
this Shoe Buyers Week is that it is 
conducted exclusively by the Indiana 
Shoe Travelers Association and the ex- 
hibitors are limited to only those who 
are members of an association affiliated 
with the National Shoe Travelers Asso- 
ciation. 

Another feature is that in regard to 
rooms. Each salesman or firm is asign- 
ed the same room each year thus avoid- 
ing much confusion and loss of time. 
This has been a custom of this show to 
such an extent that some exhibitors 
have had the same room for the past 
14 years. 

A special feature of the show will 
be the prizes which will be given to ex- 
hibitors and those in attendance. The 
prizes will consist of such articles as 
a case of rubbers, a case of shoes and 
other articles pertinent to the shoe in- 
dustry. 

Stag Night will be an outstanding 
feature of the evenings entertainment. 
This is limited to retailers, clerks and 
salesmen, thereby giving all an oppor- 
tunity to view the lines on exhibition 
and at the same time have an enjoyable 
time. 


Feder-Gregg Expands 


Sales Force 


CINCINNATI.—The Feder-Gregg Shoe 
Company, Cincinnati, recently expanded 
its sales force with the addition of 
three new men. Albert Stahl, former- 
ly with Laird Schoeber, to cover New 
York City and New England. Joe 
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Prize Winning Window Display 


A harmony of shoe arrangement and national campaign tie-in display material made this 

window the prize winner in a recent contest. The display, arranged at the Crews-Beggs Dry 

Goods Company, Pueblo, Colorado, by Display Manager W. T. Stasko, was dominated by a 

motion piece in the form of a radio dial. While the "dial" slowly rotated, passers-by were 

further attracted by the sound from the radio at the left of the window, which was piped to 

the window so that local programs could be heard outside. The window was further built up 
with the use of attractive window cards. 





Eckert, formerly with Laird Schoeber 
and Carlisle Shoe Company, to cover 
the cities of Baltimore, Philadelphia, 
Washington, also New York State, 
Pennsylvania and Virginia. 

Kenneth Romig, formerly with Flor- 
sheim Shoe Company, will cover Mis- 
souri, Kansas, Indiana, Illinois, Wiscon- 
sin and Minnesota. Walter Feder an- 
nounces that in addition to their regu- 
lar sport line of welts, they have added 
a line of tailored Littleways retailing 
in the medium price range. Mr. Feder 
looks forward to a very healthy busi- 
ness for 1987. 


Myron Wolf Sees 
Bright Business Outlook 


CINCINNATI.—Myron Wolf of Con- 
solidated Shoe Company, Cincinnati, 


just returned from the West Coast and 
he says he has never seen a time when 
business out there was any better or 
when the outlook was any brighter. 
Mr. Wolf announces that sales of Con- 
solidated this year show a very healthy 
gain over last year. 


To Represent Indiana Travelers 
at National Shoe Fair 


INDIANAPOLIS, IND. — Charles I. 
Slipher and E. C. Smeltzer, were chosen 
to attend the National Shoe Convention 
in Chicago, January 2 and 8 as repre- 
sentatives from the Indiana Shoe 
Travelers’ Association, at the regular 
quarterly meeting Saturday in the 
Hotel Washington. The regular lunch- 
eon was served at the close of the busi- 
ness meeting. 
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Major Murphy Given 
Testimonial Dinner 


NasHua, N. H.—A testimonial dinner 
in honor of Major Francis P. Murphy, 
governor-elect of New Hampshire, was 
given at the Nashua Country Club by 
executives of the J. F. McElwain Shoe 
Company, of which Mr. Murphy is a 
vice-president and general manager. 
The dinner was given by J. Franklin 
McElwain,: president; Seward M. Pat- 
terson, vice-president, and Robert C. 
‘Erb, treasurer of the company. 

About 38 persons, including superin- 
tendents and heads of departments, 
gathered at the club for the dinner. 
They were augmented by directors of 
the company. 

In behalf of the board of directors, 
Mr. McElwain presented to Mr. Murphy 
a gold cigarette case with an appro- 
priate inscription commemorating the 
occasion. The speakers were Mr. Mc- 
Elwain, Mr. Patterson, Mr. Erb and 
Mr. Murphy. 

Major Murphy assured the organi- 
zation that he would continue active 
in the affairs of the company, but that 
in view of the demands on his time as 
governor of the state, Robert C. Erb, 
treasurer, would immediately assume 
the position of general manager. 

The sudden death recently of Win- 
field Wallingford brings about some 
further changes in the organization. 
John Connison goes to Manchester to 
become superintendent of shoemaking 
in the Manchester factory and Fred 
W. Cox takes over Mr. Connison’s 
duties as superintendent in charge of 
shoemaking in the Nashua factories of 
the company. 


Douglas Opens New 
Sample Room 


Los ANGELES, CALIF.—A new sample 
room has been opened in the Broadway 
Arcade Building by R. H. (Bob) Peek, 
representative of the W. L. Douglas 
Shoe Co. of Brockton, Mass. Mr. Peek 
travels the states of California, Utah, 
Nevada and New Mexico, as well as El 
Paso and is assisted by Robert R. 
Blake. In his early Spring selling he 
is finding quite a bit less interest in 
all white shoes for men and much more 
buying of combinations of white and 
brown, and black. Crepe soles in re- 
versed calf are showing good action, 
everywhere, as are the punched sports 


types. 


Shoe Store at Industrial 
Exposition 

WorRcEsTER, Mass. — Sjoberg’s Shoe 
Stores, located at 45 Pleasant St: and 
5 Trumbull Ave., this city, were fea- 
tured in booth at the recent Worcester 
Industrial Exposition which was at- 
tended by more than 55,000 persons. 
The booth emphasized its correct and 
healthful shoe fitting. The stores are 
retail shops. : 











DRESS OXFORDS 
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Sells Findings—Knows Shoes 


DANVILLE, ILL.— 
The election poll 
book and the city 
directory of the 
late Uncle Joe Can- 
non’s home town 
put him down as 
Gilbert H. Storm of 
13805 N. Franklin 
Street. And that is 
right in a prosaic 
way, but it does 
not half tell the 
story of this man 
with the smile. 

To get the “low-down,” ask any cub 
shoe salesman in any town of ten thou- 
sand and “up” in Illinois, Indiana or 
Kentucky. “Why,” says the kid with- 
out any stoppage of speech whatever, 
“that’s Gibbie Storm with Reick, Lang- 
endorf & Co. of Chicago. He sells us 
all our findings—or at least most of 
them—and he’s sure a real guy.” 

“And, say!” the kid will continue, 
“he’s a real shoe man and he knows fine 
shoes to a gnat’s heel.” And the kid 
will be right, as a mathematical con- 
clusion of Einstein, on that point. And 
the reason is that.Gibbie Storm did a 
ten year turn as stylist and assistant 
buyer for that good old staunch, and 
really aristocratic shoe firm, Storm & 
Bahls of Danville. 

Gibbie Storm has reason to know 


Gilbert H. Storm 


fine shoes. Bahls & Storm never han- 
dled any other kind. This firm suc- 
ceeded the great old firm of Wm. Bahls 
& Sons, which bore a name as purveyors 
of fine footwear that was not excelled 
in any city in the days when Lillian 
Russell was great. And there was a 
story, current with the times, about 
Della Fox and Dustin Farnum waiting 
until they made Danville to buy their 
shoes at this famous store. 


Edgewood to Have New Plant 


ATLANTA, GA.—Edgewood Shoe Fac- 
tories, division of General Shoe Corpo- 
ration with headquarters in Nashville, 
have announced a new $300,000 plant 
in Atlanta. The new plant will have 
a daily capacity of 5000 pairs of shoes, 
said C. W. Butler, general manager. 

The Edgewood Shoe Factories now 
operate the J. K. Orr Shoe Company in 
Atlanta which was purchased six 
months ago by the General Shoe Corpo- 
ration. The Orr company’s properties 
will be used in the future as offices and 
warehouse. 


Mrs. Day Honored 


DANVERS, MAss.—Mrs. Adra L. Day, 
of Mrs. Day’s Ideal Baby Shoe Co., has 
been awarded by the Business & Pro- 
fessional Women’s Club with the honor 
of “Nike,” which each year is bestowed 
upon the member who does the most 
for the club and its purposes. 
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a new, moderr shoe form 


ADJUS-TO-FIT 


Made for men’s and women’s shoes, Adjus- 
To-Fit forms are the most modern accom- 
plishment in shoe form building. They are 
adjustable in length, and automatically spread 
to fit the various widths. They’ll show your 
shoes the way they should be shown. They’ll 
show each line, each detail to perfection. 
Available in a multitude of colors. And in 
varying vamp sizes—toe, quarter, and half 
lengths. Write us for the complete listing of 
models and prices. 

On display at the Boston Shoe Show, Hotel Statler, November 


30, December 1 and 2—Room 421 and Booth No. 1, Mez- 
zanine floor. 


SHOE FORM CO.., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 


United Last Co., Ltd., Montreal, Canada 


Frankfort 
Germany 
Mexico City, Mexico 


Northampton 
England Paris 
Melbourne, Australia France 


- 
airyforms 
Niner. Ee 


7. si 


Retailers can resell Adjus-to-fit forms as practi- 
cal shoe trees for men and women. A profit- 
able little side line that comes in handy. 











Fair Play League as Substitute for NRA 


[CONTINUED FROM PAGE 17] 


in. It is my desire to PLAY FAIR with my employees, my 
customers and my fellow merchants. 

“To that end, I will live up to the spirit as well as to the 
letter of this agreement. If, perchance, I find that I am under 
undue hardship in doing so, I will not make any changes with- 
out taking the matter up in the manner as provided for in the 
Rules and Regulations of the San Francisco Fair Play League 
of which I am voluntarily becoming a member. 

“I am signing this agreement in the Spirit of Fair Play and 
to that end will do all I can to maintain and encourage the 
principles of Fair Play herein set forth, and all that they 
imply.” 


These are the principles of Fair Play to which their 
pledge bound them: 


“HOURS. Subject to the By-Laws of the San Francisco 
Fair Play League and the rules and regulations of my division 
of the Retail Trade, I agree that I will not permit my em- 
ployees to work longer hours than they were working in the 
beginning of this year 1935. 

“WAGES. I agree that I will maintain not less than the 
same standard of wages as prevailed in my business during the 
first part of this year 1935. 

“LABOR. I agree that I will be governed by the same rules 
regarding Child Labor and the Rights of Employees as those 
by which I was governed in the beginning of this year 1935. 

“ADVERTISING. I agree that my advertising shall be 
truthful and in the spirit of Fair Play to the consumer and my 
fellow merchants. 

“TRADE PRACTICES. I agree that I shall not sell, as a 
loss leader, my merchandise below landed cost, except to meet 
a price set by my competitor. 


“TERMINATION. I agree to abide by the above principles 


of Fair Play and to become a member of my division of the 
San Francisco Fair Play League, I further agree to abide by 
the By-Laws of the San Francisco Fair Play League and such 
rules and regulations as shall be adopted by my division of 
retailing, until December 31, 1935.” 


This pledge was signed by the owner or representa- 


tive of over 90 per cent of the retail merchants of 
San Francisco. 


The By-Laws, in the main, covered the methods by 


which the body would be governed and the means by 
which officers could be elected. A Board of Governors 
was comprised of representatives from each retail clas- 
sification and local district merchants’ associations 
with a separate Board of Directors for each Division. 


But as we are interested here in the “Whys” rather 


than the “Hows,” I won’t go into the details of the 
operation of the League, other than to point out that 
the By-Laws were broad in their scope and under- 
standing in their treatment of complaints and appeals, 
of which there was none during the entire period. When 
I say none, gentlemen, I mean there was not a single 
complaint of chiseling, not an employee made a com- 
plaint as to hours or wages, and no advertisement was 


[TURN TO PAGE 61, PLEASE] 


MEH BENNER BEETLE LENT 
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The remarkable nature picture below was re- 

from cently taken somewhere in the depths of the 

Australian bush by a hunter—who supplements 

his gun with a camera. Has the young ’un been 

USTR ALI A hypnotized by the python? Is he too large, or 
A just right for the python’s meal? Or are both 
animals curious? The picture came to us from 


Australia without comment, and we suggest that 
your guess is as good as ours. 


But there’s no guess work when it comes to the 
value for shoe leather of the adult ’roo’s skin, 
tanned in America. Kangaroo leather is soft and 
pliable, tight grained, fibres interlaced in such a 
way that it is 17% stronger, weight for weight, 
than any other leather. 





Men this country over like shoes of Kangaroo 

because they bring them foot comfort with 
| LTS sturdy wear, a leather that holds its shape and 

that takes a high, lustrous polish. Retailers the 
country over have found Kangaroo shoes profit- 
able because they offer a source of original 
ere advertising and display material that will bring 
JouT4 | a customers into the store, and because they make 
AViTRALIA | Meu Sourn those customers a satisfied and regular source 

y of profit. 


awn AMERICA 


‘AuSTRALIA : 


| 
i 


SURPASS LEATHER COMPANY, PHILADELPHIA @ RICHARD YOUNG COMPANY, NEW YORK e ZIEGEL EISMAN COMPANY, BOSTON 
When writing advertisers please mention Boot and Shoe Recorder 













































Dancing Shoes and Taps 
TAP DANCING SHOES 
IN-STOCK 
PATENT 
LEATHER 
Women's 
$1.25 
Misses 
\ $1.15 
er | Prorrers Children's 
also, white kid 10c pair extra $1.10 
BLOG SHOE COMPANY 
147 Duane St. New York, N. Y. 
TAP 
DANCE 
SHOES 
@ 
In 
Patent Leather Stock 
Wiscee’ $148 . 
inte en Spee’ Misses’ Sizes 
Misses’ $1.50 A-B-C 2-8 11-2 
— Owens SHOECoO. == 
—— 28 Goodhue St., Salem, Mass, ——— 














Stores in Christmas Garb 


SEATTLE, WasH.— Christmas began 
November 19 for the shoe stores and 
shoe departments in Seattle, when 
sales promotion, decoration and ad- 
vertising began in earnest for attract- 
ing the Christmas trade. 

At Best’s Fifth Avenue Store, fur- 
trimmed gift slippers were spotlighted, 
in beautiful wrappings. There were 
trifles light as air, frivolous gifts, just 
a leather sole and a few straps of 
satin, banded with lapin, to make a 
perfect Yuletide present. 

Other stores also began November 
19, to launch their shoe and slipper 
departments in the forefront of Christ- 
mas selling, thus getting a headstart 
on even the Thanksgiving holidays. 
The Bon Marche put out its big Christ- 
mas tree above its main corner window 
on Pine Street, and strung its Christ- 
mas festoonery in billowing drape-like 
effects from the roof. 

Each season the Yuletide merchan- 
dising season is a little earlier, so that 
a march may be stolen on rival stores, 
and shoes and slippers may head every- 
one’s “Must” lists of Christmas shop- 


ping. 





Harold Callahan to 
Represent Selby 


New YorK.—Harold Callahan, who 
has recently joined the Selby Shoe Co., 
has established his headquarters in 
their new Eastern offices in the Empire 
State Building. He will call upon mer- 





HAROLD CALLAHAN 


chants in New Jersey, Southern New 
York and New England. Mr. Callahan, 
brother of Tom Callahan of B. Altman 
fame, was formerly with J. M. Connell 
and Feder-Gregg Shoe Company. 

O. S. Price and Harley Marconnet 
will also have their offices in the Selby 
suite at the Empire State Building. 





Retailers Expect Increased 


Ski Boot Business 


Burrato, N. Y.—With six snow 
trains scheduled for January and 
February, local retailers are looking 
forward to the most active season they 
have ever experienced in ski shoes. 
Special ski shops have been opened by 
J. N. Adam & Co., Flint & Kent, the 
Wm. Hengerer Co., and other retailers 
and footwear shops are enlarging their 
stocks of ski shoes and heavy Winter 
footwear for active outdoor sportswear. 

“Unquestionably this will be the best 
season in history in heavy Winter foot- 
wear for ski and other outdoor Winter 
wear,” explained Russell Ratigan, shoe 
merchandiser for J. N. Adam & Co. 
Similar views were voiced by John 
Steuernagel, president of The Klein- 
hans Co.; Charles Hahn, Jr., vice- 
president of Sattler’s, Inc:, and other 
leading shoe retailers of the city. 

The Retail Merchants’ Association 
has appointed a special committee to 
cooperate with the railroads and va- 
rious individual ski clubs of the city 
for the successful promotion of snow 
train plans to Kane, Pa., Alleghany 
State Park, Lake Placid, Cambridge 
Springs, Pa., and other points. Mem- 
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y) 
’ MAKE USE 


of this 
, NATURAL PATH 


from baby shoes to your 
juvenile shoe department. 


For every child outgrowing 
your juvenile sizes, there is a 
baby graduating to juvenile 
shoes. Thousands of those 
babies have worn Ideal Baby 
Shoes. Their parents will follow 
the path of least resistance—to 
Ideal Flexible Hard Soles— 
made for and sold in juvenile 
departments as the ideal link 
between soft and cushion soles 
and full-fledged juvenile foot- 
wear. 


Write us today for the com- 
plete details of the Ideal Flex- 
ible Hard Sole line! 


MRS. DAY’S 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft 
Sole—Intermediate and 


FLEXIBLE HARD SOLES 
which will bring more children into 
your store for their first pair of full- 
fledged juvenile shoes. 











bers of the committee include Rolf J. 
Schultz, advertising manager of The 
Kleinhans Co.; Herbert Kenney, adver- 
tising manager of the Wm. Hengerer 
Co., and Barclay W. Newell, sales and 
advertising manager of Flint & Kent. 

Shoe retailers believe that about 60 
per cent of the business will be done 
before Christmas and that the January- 
February snow train schedules will 
prolong the season at least three or 
four weeks later than usual, thereby 
eliminating the cut-price sales early in 
the year. 





Hannahsons Adds to Sales Force 


Two new salesmen are now carrying 
the line of the Hannahsons Shoe Com- 
pany of Haverhill, Mass. In lower 
California and Arizona, this well known 
manufacturer of high style women’s 
footwear, will be represented by Harry 
Berkowitz, whose home is in Los Ange- 
les and who is well known through- 
out the territory which he is now to 
cover. He formerly was a buyer for 
one of the big Los Angeles stores and 
is an authority on the styles which sell 
well in the Southwest. 

In Chicago and the state of Illinois, 
Hannahsons’ shoes will be sold by W. B. 
Guthmann, who is an experienced sales- 
man and is familiar with his territory 
which he has traveled for many years. 

These two men will make a valuable 
addition to the already high-grade sales 
staff of the Hannahsons Shoe Company. 
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U. S. Rubber Increases 
Wage Rate 


NAUGATUCK, CONN.—A general up- 
ward revision of wage rates affecting 
5,000 employees in the footwear plants 
of U. S. Rubber Products, Inc., here, 
has been announced for November 27 
by Factory Manager Walter H. Nor- 
ton. The increase had been agreed 
upon between the Factory Council and 
the management, he said. The amount 
of the pay boost was not made known. 

Following the annual shutdown last 
Summer it was announced that here- 
after every employee will receive an 
amount equal to 2 per cent of his year’s 
wages, payable during the shutdown 
period as a form of vacation pay. An- 
nouncement of the forthcoming wage 
increase came within a few months of 
the vacation pay statement. 

Mr. Norton’s statement read in part 
as follows: 

“Increased taxation, vacation pay, 
higher cost of raw materials and the 
proposed wage increase will build up 
a 1937 cost which will necessitate more 
sales and a reduction in waste. The 
result of the economy drive in the 
spring of 1933 which enabled us to 
avoid a wage cut must be duplicated 
in 1937, if our company is to carry on 
the profitable operations essential to 
continuance of the business. 

“We must strive for higher stand- 
ards, utilizing labor, materials,‘ and 
floor space more efficiently to justify 
higher wages from a company that: 

“Qne. Made no profits from 1928 to 
1935. Two. Paid no dividends since 
1927. Three. Has maintained the 
highest annual wage scale in the rub- 
ber footwear industry, a wage scale 
that did not drop as rapidly as the 
cost of living from 1929 to 1932, and 
which rose much faster thereafter. 

“Some industries making wage in- 
creases can raise prices. In the rub- 
ber footwear industry, however, due to 
conditions in the domestic market and 
the threat of foreign importations, the 
trend of prices is definitely downward. 

“The real wages of our operators 
have been steadily increasing during 
a period when our company has been 
forced to economize drastically to meet 
payrolls. Today, we are indicating our 
confidence in the future and in our op- 
erators by establishing a wage scale in 
anticipation of general prosperity in 
1937, a wage scale based on future 
hopes.” 

A similar announcement was made 
by Charles T. Manville, factory man- 
ager of the Shoe Hardware Co., in 
nearby Waterbury, another United 
States Rubber subsidiary. About 450 
employees are affected in the Water- 
bury plant, which produces buckles, 
eyelets, and other accessory shoe items. 


Buys Pasadena Store 


PASADENA, CALIF. — H. G. Ruether 
has bought the Johnson Shoe Store at 
859 East Washington Ave., this city. 
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Miss Ambrose to be Saks 
Ad Manager 


New York—On December 15th, Miss 
Elizabeth Ambrose becomes advertising 
manager for Saks Fifth Avenue. She 
resigns from Harpers Bazaar fashion 
service after eleven months’ service for 
that publication in the field of fashion. 


MISS ELIZABETH AMBROSE 


Miss Ambrose has had a background 
of fashion training with such organiza- 
tions as Stehli Silk Company, Vogue, 
Newcastle Leather Company and the 
Allied Kid Company. She was second 
of the young women to enter the field 
of leather stylists and was first to 
make a national trip, visiting mer- 
chants as far west as the Pacific Coast. 
Her fashion services have also been 
given to glove, shoe and rubber or- 
ganziations. She has addressed trade 
gatherings in all parts of the country 
and has played a prominent part in 
the semi-annual shoe styles conferences 
for a number of years. 


Jerome, Inc., Opens New Shop 


MiAm1, Fia.—Jerome, Inc., has open- 
ed a new shop at 165 East Flagler 
Street, and is offering a corrective line 
for which they have the southern 
agency. The shop interior is attractive 
in a color scheme of blue, dubonnet and 
ivory. Carpet is blue, walls and fix- 
tures ivory with Dubonnet trim. 

One unusually good looking shoe in 
the window, was of hunter’s green with 
luggage tan trim. Because this is a 
resort shop the management is expect- 
ing a big trade in the all-white shoe, 
and predicts that fully 65 per cent of 
their volume will run to all-white. 

In addition to the street shoe the 
company is promoting a smart, com- 
fortable house shoe, with a built-in 
arch. Possessing the comfort of a 
house slipper, it also carries the smart 
style of a street shoe. 
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@ The comfort features of the 
footwear you sell is, in no small 
manner responsible for your re- 
peat sales. Genuine NEWFLEX 
PIGSKIN INNERSOLES accept 
this responsibility. The pliable 
surface of NEWFLEX PICSKIN 
molds itself to correspond with 
the impression of the foot. This 
pliable comfort allows freedom 
in the motion of the foot. In 
any position they fit. Through- 
out the life of the shoe 
the wearing characteristics of 
NEWFLEX PIGSKIN INNER- 
SOLES prove their value. They 
absorb perspiration, eliminate 
foot-burn and will not crack. 
They exert an influence on the 
customer’s decision to buy the 
next pair from you. Promote 
Foot Health and turnover by 
specifying Genuine Newflex 
Pigskin Innersoles. 
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Une 
NEWFLEX 
PIGOKIN 
INNERSOLES 


COUNTERS 
WELTING 


ce) 6 6 ie) 
TANNING COMPANY 
Tanneries e Grand Rapids, Michigan 
Sales Department 
223 W. Lake Street, Chicago, Illinois 
Boston Office: Lyman P. Gutterson, 
42 Lincoln Street. Telephone Liberty 1206 


Write for Newflex Pigskin 
samples and convince yourself. 
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WHERE 
TO 


BUY 








Women's Shoes 








KUSH-IN-EZE 


HAND TURNED 







VAUGHAN TOWLE CO, 
A division of L, B, Evans’ Son Co, 
WAKEFIELD MA 








Sport Shoe Leathers 


SHAG 


For spo extremes—show shoes 
with new s plie. 
Made by the tanners of famous 
Rufit. Samples on request. 





SLATTERY BROS. 


TANNING CO. 
LEP AASS 

















Water Damages Footwear Stock 


PoRTLAND, Me.—Water damage esti- 
mated at $10,000 was caused November 
12 in the Saco Moc Shoe Corporation 
factory at 14 Spring Street, when a 
minor blaze set off four sprinkler heads 
on the fifth floor. Before firemen could 
shut off the sprinkler system, the water 
had penetrated down through the build- 
ing to the basement, damaging much 
stock on the. several floors. 

The slight blaze which started the 
sprinkler system was in several burlap 
bags of wood shanks. 

Origin of the fire is a mystery, an 
official of the company said. A ma- 
chine nearby throws off sparks, it was 
said, and one theory is that a spark 
fell into one of the bags of shanks and 
started a smouldering blaze. 
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Dayton Shoe Club Holds 
Thanksgiving Party 


Dayton, On10—With the biggest at- 
tendance since “Pete” Myer’s garden 
party last Summer, forty shoe store 
managers, buyers, clerks and traveling 
men attended the Tranksgiving party 
staged November 18 in the American 
banquet hall of the Hotel Gibbons. A 
turkey dinner was served and during 
the meal two graceful tap dancers from 
Botts’ Dancing Academy entertained. 

All shoe men were highly enthusi- 
astic with the prospects of the $4,000,- 
000 in “new” money to be distributed 
locally just before Christmas through 
bonuses and bank dividends. 

Louis A. Miller, past president, in- 
troduced the matter of “special orders” 
which he claimed was one of the worst 
evils existing today in the retail shoe 
business. 

“There is less mark-up in the shoe 
business than in any other allied busi- 
ness,” said Mr. Miller. “And this spe- 
cial order business is a serious problem 
which should be discouraged as much 
as possible. The manufacturers do not 
want it and it is found that six out of 
ten pairs of such special orders are re- 
turned for credit. The shoe dealer 
loses money on every special order be- 
cause there is no profit in it.” 

“We must train our clerks to elimi- 
nate this evil. We have now reached the 
point where we are either going to 
make money in the shoe business or 
else we are going to lose our jobs. 
There is a special lot of, chronic kickers 
living off the shoe men and we must 
eliminate this class. I have suggested 
before that the names of such persons 
be brought into our meeting once a 
month and passed around to all shoe 
men. In this manner, we can quickly 
curb this class of customer.” 

President Riggs appointed a commit- 
tee composed of Past-President Miller, 
Elmer Blomquist, Paul W. Crawford 
and Harry Buck to study the matter of 
special orders, with instructions to re- 
port at the December meeting. 

Mr. Buck suggested that each dealer 
compel a customer to make a deposit 
of at least half the amount of each 
special order in the effort to hold the 
customer. Walter C. Roose, sales man- 
ager, Belle Meade Shoe Company of 
Louisville, indicated that in some sec- 
tions of the country shoe dealers charge 
$5 extra for every special order. 

During the entertainment, with 
Elmer Blomquist in charge, W. W. 
Jones of the Forsythe Shoe Store, and 
Fred J. Meuthing of the Ideal Shoe 
Company, rendered vocal solos which 
were well received. 

Those from out-of-town attending 
the Thanksgiving party were: H. N. 
Compton, Gray Brothers, Inc., Syra- 
cuse; Jim Todd, Gregory & Read Shoe 
Co., Lynn, Mass.; Leonard E. Rogers, 
Johansen Brothers Co., St. Louis; 
Harry D. Waldron, Selby Shoe Co;, 
Portsmouth, Ohio; Fred J. Meuthing, 
Ideal Shoe Company, Cleveland; George 
S. Easterbrooks, General Shoe Corpora- 


WANT 


MORE SALES 
? 


Have your Spring welts 
made with Van Tan Inner- 
soles. Wear a pair yourself 
—ask your customers how 
they like them. You'll never 
go back to the old-fash- 
ioned way—not after 
you've seen your cus- 
tomers’ high appreciation 
of an innersole that doesn't 
crack or curl—that is super- 
flexible—and permanently 
resilient. 


VAN TASSEL LEATHER CO. 
NORWICH, CONN. 


ANIAN 


the perfect leather innersole 











tion, Nashville, Tenn., and Walter C. 
Roose, sales manager, Belle Meade Shoe 
Company, Nashville, Tenn. 

Each of the out-of-town visitors was 
called upon to give a brief talk. Mr. 
Rogers pointed out that he had heard 
of the fine spirit of the Dayton club 
for some time but this was his first 
real taste of it. He expressed the 
thought that if all shoe men and their 
clubs.throughout the United States dis- 
played as much interest and enthusi- 
asm as the Dayton group, it would be 
a highly beneficial stimulus to the shoe 
industry as a whole. 

On December 9 the Dayton Shoe 
Retailers Club will meet for its annual 
Christmas party. President Riggs, 
through Boot & SHOE RECORDER, issued 
a general invitation to all traveling 
shoe men who may be in this territory 
at the time to be present and partici- 
pate in the festivities. W. W. Jones 
of Forsythe’s, James Hern of Douglass 
Shoe, and L. L. Clark, Thal’s Fashion, 
were named as a committee to make 
arrangements for the holiday event. 





Joe Carruthers Resigns 


FRANKForRT, Ky.—Joe Carruthers, 
who for several years has held the 
position of sales manager for Hoge- 
Montgomery Company, has resigned. 
He is not ready as yet to announce 
his plans for the future. — 
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"You » Me, Bus 
No M6re Copy 
After Decem/#@#1 4.".€ 


“Says who?” 


“Says our Shop Foreman—that’s who—And what’s more he says Say. s Our 
further.” 

“Listen here you, you’re not blind, you see that sign. It says in plain English 

that we close this LEADERSHIP IN INDUSTRY issue at 6 P. M. on Decem- 


ber 14—and that’s the dead line. Sure I’m rough, tough and nasty, but you’ve 
got to be in this business, or you never get anywhere. 


“If this isn’t the best issue of Boot AND SHOE RECORDER we ever printed, 
it’s not going to be our fault. Like it or not, Buddy, we close the LEADER- 
SHIP IN INDUSTRY issue on Monday, December 14 at 6 P. M. and I’d 
like to see the guy that gets a line of copy set after that.” 

P. S. That’s what our shop foreman says and he means it. As gentle 
folk, we publishers hate harsh words, but we do admit he’s got a 
tough job ahead of him. 


BOOT ND SHOE 
RECORDER as 


A Chilton © Publication 
239 West 39th Street New York City 
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Men's Shoes 


“HIGHEST GRADE ONLY” 
EAST WEYMOUTH, MASS., U.S.A. 
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Ballet Slippers 





BALLET SLIPPERS 


Right and Left Lasts 
“a Black Kid 


0. 
Top Grade 
Wom. M Iss Child. 
0.50 oe $1.25 


0. 609 
Wom. Miss Child. 
$1.20 $1.15 $1.10 














Carton Labels 
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“Che Label makes the Package”, 


TOLMAN-DAVIDSON ADVERTISING PRESS, Inc 


Boston, Mas 








Obituaries 


Samuel R. Hawthorne 


St. Louis. — News of the sudden 
death of Samuel R. Hawthorne, which 
occurred recently in Manila, P. I., came 
as a distinct shock to shoe men of 
St. Louis, to many of whom he was well 
known. A number of years ago he was 
sent to Manila to manage the Hamil- 
ton-Brown store there. Later he pur- 
chased the store but retained the name. 
In recent years he had used a large 
number of St. Louis shoes. Mr. Haw- 
thorne had a brother and a sister here. 
He was very high in Masonic circles. 

Mr. Hawthorne, who was 45, dropped 
dead of a heart attack while playing 
golf with Ellsworth Vines, American 
professional tennis ace, at the Manila 
Golf Club. 

Born in Sparta, Ill., he had been in 
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Remodeling Brings Largest 


The interior of the newl 


1936 


Sales 


remodeled Stewart Shoe Company store which, since its recent 


completion, has enjoyed an outstanding sales increase. 


Iowa Crry, IA.—Remodeling of the 
Stewart Shoe Co., 125 East Washing- 
ton Street, brought immediate results, 
for, according to L. A. Moore and V. 
Grandrath, partners, the opening week 
brought the largest business in the 52 
years’ history of the store. 

Ivory walls, high-lighted with terra- 
cotta trim and many mirrors, give a 
sense of spaciousness. Chrome steel 


chairs and fitting stools are uphol- 
stered in light tan, terra-cotta and 
white leather. The floor is covered with 
a dark burgundy rug. Indirect lighting 
fixtures give maximum illumination. 

The business was established at its 
present site by W. Hal Stewart. Mr. 
Moore came as manager in 1932 and a 
year later he and Mr. Grandrath 
bought out Mr. Stewart. 





the Philippines for 20 years. He was 
at one time a big league baseball player 
in the United States. 


Leo Ruesch 


WATERTOWN, W1s.—Leo Ruesch, 79, 
Watertown’s oldest Main Street busi- 
ness man and operator of the Leo 
Ruesch & Son shoe store for 66 years, 
died November 16 at his home, here. 

Mr. Ruesch started his apprentice- 
ship in the shoe business at the age of 
13 with his father, the late F. J. Ruesch. 
In recent years he had placed active 
management of the store in the hands 
of his son, Fred J. Ruesch. Besides 
his son Fred, other survivors include 
his wife, two daughters and another 
son. 


Edwin A. Herring 


HAVERHILL, MAss.—Edwin A. Her- 
ring, 51, former shoe factory executive 
and designer in this city, Boston and 
Nashua, N. H., died suddenly at -his 
home from a heart attack. 

Mr. Herring was born in this city. 
He was at one time superintendent of 
the J. F. McElwain Shoe Company in 
Manchester, later becoming a shoe de-+ 
signer. 

He leaves his parents, Mr. and Mrs: 
Charles M. Herring; two daughters, a 
sister and one grandchild. 





Thomas J. Thorsen 


SEATTLE, WASH.—Shoe circles mourn- 
ed the loss last week in Seattle, of one 
of their veteran members, Thomas J. 
Thorsen, president of the Washington 
Shoe Company, distributors and job- 
bers. 

Mr. Thorsen, 79, resided in Seattle 
for the past 47 years. He died at 
his home at 1114 16th Ave. Besides 
prominence in the shoe business, he was 
a Knights Templar. 

Funeral was at St. Mark’s Cathedral, 
with burial on picturesque Vashion Is- 
land in Puget Sound. Besides his widow, 
he leaves a sister and two brothers. 


Charles G. Crafts 


MANCHESTER, N. H. — Charles C. 
Crafts, proprietor of the New Hamp- 
shire Heel Company, died at his home, 
892 Union Street, November 4. 

Mr. Crafts was affiliated with the 
First Congregational Church. He is 
survived by a son, two daughters, two 
brothers and seven grandchildren. 


Robert E. May 


KITTERY, Mr. — Robert E. May, 35, 
Marblehead, Mass., shoe manufacturer, ~ 
suffered fatal injuries November 10, as 
an automobile driven by Dr. P. ‘A. 
Cadieu, also of Marblehead, crashed 
into a truck, Dr. Cadieu suffered only 
minor injuries. 
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“Oh, those 

meals, and the 
service — boy, 
bring me the 
time-tables for 


New York” 


1,200 Rooms; $3 ie cty $4 double, $5 twin beds. Corner 

rooms and suites slig her. Each with private bath, 

eervidor (ventilating), circulating ice-water, radio (4 hookups), 
full-length mirror; beautifully furnished. 


Hotel Four restaurants 
Governor Clinton 


Under Knott Management 


31st St. and 7th Ave., New York City 








Madernige- 


® 

HOWELL Chromsteel 
Furniture for Shoe Stores 
and Departments is recog- 
nized by successful mer- 
chants everywhere as an 
essential factor in modern 
shoe merchandising. ‘The 
new HOWELL catalog 
contains many illustrations 
that will suggest smart, 
distinctive arrangements 
for your store. Write for 
‘it today. 


HQUELL 











ST. CHARLES, ILLINOIS———_—_ 





Fair Play League as Substitute 


[CONTINUED FROM PAGE 54] 


complained of by the consuming public. This, gentle- 
men, in one year of time, makes, I believe, an enviable 
record in the economic history of this country. 

The Fair Play League took the attitude that all its 
members were sincere, and made no provisions for 
enforcing adherence except through the forfeiture of 
the Fair Play Insignia. 

Article XV specifies: 

“The provisions of these By-Laws shall not be interpreted or 
applied to promote monopolies or monopolistic practices or to 
eliminate or oppress small enterprises or to discriminate against 
them; nor shall they be, interpreted or applied to establish 
price fixing policies.” 

During the period in which the Fair Play League 
was in effect, which was extended voluntarily an addi- 
tional six months from December, 1935, to June, 1936, 
not a single complaint was raised against the member 
merchants, and the principles of its pledge are being 
adhered to this very day by every one of the signa- 
tories. 


Brisk Children’s Trade 


San Francisco, Catir.—Mitchell A. Cary, children’s 
shoe buyer for the Frank Werner Co., of this city 


and for Oakland, is finding a very satisfactory busi- 
ness, especially with the better grade lines. Not only 
are the parents buying good shoes, but they are buying 
several pairs at a time for each child. Double headers 
in the children’s department are getting to be a 
common occurrence in the Werner stores. Coupled 
with the buying of good shoes, comes the appreciation 


on the part of the trade of careful fitting service for 
the youngsters. 


Family Shoe Store Starts 


Los ANGELES, CaLir.—Sandy Menein is managing 
the newly-opened popular-priced family shoe store 
called Krieger’s Shoe Store, which is located at 4419 
S. Broadway. The store is featuring the fact that 
careful fitting service is rendered through the aid of 
the Adrian X-Ray machine. 


Moves Detroit Salesroom 
Detroit—The Craddock Terry Shoe Company has 


moved its display room in Detroit from room number 
500 -to room number 600 in the Griswold building. 
Bruce Dickman, representative of the company, states 
that he has received the new Spring lines of merchan- 
dise and ‘that-orders are coming in very well. 








WHERE 
TO 
BUY 


Riding Boots 





ENGLISH 
RIDING 
BOOTS 


Tan or Black, 
for Ladies and Men 


Write for new catalogue to the 
English Bootmakers 


MANFIELD & SONS 
1636 Ranstead St., Phila., Pa. 
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Dancing and Bowling Shoes 
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BUY A NATIONALLY KNOWN 
BRAND 


We carry everything in dancing shoes, 
also s complete line of bowling shoes. 


Write for price list 
ROVICK THEATRICAL SHOE CO. 
ufacturers 


Man 
825 W. Madison St. Chicago, II. 

















Tanners Study Effects of 
Weather on Leather 


PEaBopY, Mass.—It’s noted that tan- 
ners are doing more in the way of 
adjusting leather to the weather. For 
instance, they make one grade that is 
adjusted to mountain cold, which is 
often bone dry, and another kind that’s 
adjusted to tropical sea breezes, which 
often are as moist as a fog. 

Leather for ski boots is one familiar 
instance and leather for cruise shoes 
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Window Display Gains 
Student Good- Will 


The novel window displays used recently by the S. J. Brouwer Shoe Company which gained 
considerable attention from students and alumnae of the schools shown in the displays. 


MILWAUKEE, WIS.—An unusual win- 
dow display featuring 20 by 24-inch en- 
largements of all Milwaukee high 
schools and colleges, succeeded in gain- 
ing considerable goodwill from the stu- 
dents and alumnae of these schools for 
the S. J. Brouwer Shoe Co., here. 

The enlargements, mounted on wall- 
board, were made from original pictures 
taken by A. G. Heinmiller, advertising 


manager for the shoe firm. The name 
of the school and its colors on a crest 
accompanied each of the enlargements. 

West Allis, West Milwaukee and 
Wauwatosa schools were featured in 
the windows of the firm’s two branch 
stores in those communities. In all three 
stores, the enlargements provided strik- 
ing backgrounds for Brouwer’s shoe 
displays. 





is another. Both differ in weather re- 
sisting qualities. 

Now they are observing the effects 
of cold and snow on shoe leathers. A 
while ago they were studying the ef- 
fects of heat and rain. 

Already have they put some of their 
information to use. More progress is 
expected later. 


This progress is of the sort that’s 
slow but sure, and isn’t noticed in the 
day’s routine. But it shows up in the 
range of years. For instance, some 
may remember when shoes of French 
kid leather could be worn only on sunny 
days. Rain ruined the leather. Now 
shoes of familiar leathers may be and 
are worn in all sorts of weather. 








When in NEW YORK—Pick the Piccadilly 


Say “Hello” to a good “Buy!” Stay at this New, 26 
story hotel. Here, Times UARE is all "ROUND 
you—just a stone’s throw to “Radio City”, 69 theatres, 
mid-town business offices and railroad terminals. 
Patronized by shoe executives from coast-to-coast. 


richly furnished rooms—with baths 
=——deep, soft “sleepyhead” beds and all up-te-the- $2.50 
ingle 


minute conveniences. Daily rates begin as lew as 
Enjoy Cecktails in the PICCADILLY CIRCUS BAR! 


Ask for a copy of “1,001 FACTS about N. Y.!” 


HOTEL PICCADILLY 


45th St., just West of B'way T. J. Mattieu, Manager 


Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Il. 
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satisfaction of the wearer. Celas- 
tic accurately reproduces the lines 
of the last and insures toe com- 
fort through the elimination of 


wrinkled linings. 
@ 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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Sparkling Ads for Christmas 


[CONTINUED FROM PAGE 26] 


Your non-gift list will probably in- 
clude (based on sales percentages for 
December): Men’s and boys’ shoes, 
shoes for social festivities, children’s 
footwear, cruise and resort shoes, Win- 
ter sports footwear, protective foot- 
wear, “Home from School” events. 

Some of these lines will also be in- 
cluded in your gift promotions—espe- 
cially in your ads that list gift sug- 
gestions for Him, for Her, for the 
Youngsters. 

In addition to these general gift list- 
ings, special attention should be given 
to your outstanding gift merchandise, 
such as slippers, hosiery, bags. Re- 
member, with all the gift lines a de- 
partment store carries, these three 
items are among those that get extra 
space and attention! 

It is very important that you dra- 
matically emphasize your store as a 
good place to select these items. 

With the space schedule arranged, 
give serious thought to the layout of 
your ads. Select a motif, or a style of 
layout that is attractive and distinc- 
tive, and use it for the season. 

Action, atmosphere, illustration, in- 
formation—watch these four essentials 
to good Christmas advertising. Make 
spice take the place of space. 

Even if you cannot use large space 
or have special art work, you can have 
interesting, attention-compelling ads. 
Look at sketches A and B. These lay- 
outs can be made up by your news- 
paper. The big letter “G” in sketch B 
is made up of rules, in the same weight 
as the type used for “IFTS.” A is 





Es Give 


the 


GIFT 
of COMFORT 




















RECORDER_ 


SHOE SHOP 


190 MAIN ST 
YouRvitce 














Even small space ads can have interest 


and individuality, and be merchandised. 


one column, 6 inches. B is two columns, 
7 inches. 

Check up on the other layout ideas 
sketched—then lay out series for your 
own use, giving special attention to 
making them attractive and compelling, 
interesting and informative. 

Christmas-time customers are look- 
ing for ideas and suggestions. They 
look at ads, and visit stores to get 
ideas. They want help, and the better 
job you do in helping them the more 
holiday business you'll get. 





Stormy Weather Ahead 


[CONTINUED FROM PAGE 38] 


this fact. A special Christmas window 
display of rubber footwear is decidedly 
in order between now and the holidays. 
Shoe merchants should make a special 
point of giving galoshes, boots and 
other rubber footwear a proper dis- 
play place in all of their windows 
which are devoted to holiday gift spe- 
cialties. By so doing it is possible to 
make a considerable number of extra 
sales to Christmas shoppers who are 
seeking to solve their gift problems. 
Window display is only a part of 
the procedure necessary to produce 
the maximum volume of potential bus- 
iness on rubber footwear. Newspaper 
advertising is also important and the 
retailer should make it a rule to sched- 
ule a rubber footwear ad at appro- 
priate intervals through the season. 
Illustrate your attractive styles in 
galoshes and arctics and point out in 
convincing copy the fact that rubber 
footwear affords the best and cheapest 


kind of health insurance in the stormy, 
snowy months of Winter. From this 
angle it is really good economy to own 
two or three pairs of arctics, and ad- 
vertising should suggest the advisabil- 
ity of having an extra pair in readiness 
at the shop or office. 

The third important instrument of 
rubber footwear promotion is direct 
suggestion on the part of the sales- 
man at the fitting stool. Always to be 
used with discretion, suggestive selling 
is one of the most effective ways of 
selling extra pairs of arctics and rub- 
bers.. Many stores are using it with 
excellent results, the usual method 
being tactfully to direct the custom- 
er’s attention to the need of rubber 
footwear when a shoe sale has been 
closed. Don’t make the mistake of 
putting on too much pressure, or of 


trying to sell too many articles, such 


as rubbers, hosiery, polish and what 
not by this suggestive method. Such 
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tactics in a shoe store tend to defeat 
their purpose by arousing the cus- 
tomer’s resentment and thereby fos- 
tering ill will. Some stores alternate 
from time to time the articles they 
suggest for customers, giving rubber 
footwear a play in the season when 
it is most in demand, then taking ho- 
siery, slippers and the other articles 
in logical succession. This method in 
many instances has worked out very 
well, 

The rubber footwear that sells best 
at this season of the year, in northern 
sections of the country at least, comes 
within the category of what is some- 
times called protective footwear be- 
cause it is worn as a protection against 
snow, slush, rain and cold weather. 
There are other types of protective 
footwear that should also receive pro- 
motional attention at this time, notably 
the “heavies,” “huskies” or whatever 
you choose to call them in men’s shoes, 
and stout oxfords and walking shoes 
for women. 


Men's "Heavies" Gain Favor 


Men’s heavier weight shoes, espe- 
cially the grained or smooth leather 
types carrying double soles, have been 
growing in favor these past few years. 
They present an opportunity to the 
men’s shoe merchant to sell an extra 
pair for rough Winter weather and 
thereby they replace in some degree 
the high cut shoes of former years, 
which were bought and worn by every 
man in Winter and made extra pair- 
age that the stores could depend on 
absolutely. The newer heavy weight 
Winter types of oxfords have received 
no such general acceptance, but their 
sale can be increased materially by 
promotion in window displays and ad- 
vertising. They have a style interest 
that appeals strongly to young men, 
and at the same time they are ac- 
ceptable to many men of more mature 
age if presented on the strength of 
their protective appeal. To such men 
the argument that they should have 
a special pair of shoes for cold and 
stormy weather can be made very 
effective when it is pointed out that 
such protection may mean avoidance 
of a cold or an attack of grippe or 
pneumonia that would cost them many 
times the price of the shoes, to say 
nothing of discomfort and loss of time. 

In women’s shoes this year we have 
the new higher cut oxfords and like- 
wise the bottines or semi-boots, which 
are distinctly a style development, but 
nevertheless have protective features 
that lend themselves to effective promo- 
tion and will doubtless have a consider- 
able appeal to women who must go out 
to business in stormy weather. Every 
merchant knows that the merchandise 
which sells most easily at any time is 
that which is most seasonable, and if 
its seasonable features are emphasized 
in presenting it to the customer 
through displays and advertising, its 
sales possibilities are thereby increased 
in a corresponding degree. 
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The “Salzburg” SKI BOOT 


$3.35 


Women’s & Boys’ Sizes 


$3.50 


Men’s Sizes 


Style 2000M. Brown waterproof 
uppers, beige felt top. Patented 
steel shank. Dawhide laces, better 
than rawhide. Three full soles, 
double welt stitched sole, solid 
leather heels, smooth rubber top- 
lift. 


In 
Stock . 


Over 20 other professional ski boot styles in stock. 


Retailing from $4.00 to $12.50. 
Salesman will call by appointment. Write for new catalogue. 


A. SANDLER CO. 


200 Essex St., Boston, Mass. 





World's Fair Bond Committee 


New York—At a dinner of the 
World’s Fair Bond Sales Committee, at 
the Hotel Astor on Nov. 23, some 2000 
representative citizens of the City of 
New York met to hear the theme of 
the fair as follows: 

“The creation of a better and fuller 
life—the advancement of human wel- 
fare. All that has been learned or dis- 
covered, or fabricated toward this end 
in the 150 years since George Washing- 
ton’s first inauguration as President in 
the City of New York; all that is good 


WARD MELVILLE 
Heads World's Fair Bond Committee 


and attainable by individuals and com- 
munities; all the goods and ideas thus 
far developed, will be displayed in a 
connected sequence, so that, seeing 
what is available to them, visitors to 
the fair may be inspired to work for a 
more worthy future.” 

Then followed a number of speakers 
who indicated that the campaign to 
sell $28,000,000 worth of debenture 
bonds to finance construction of the 


New York World’s Fair would be ac- 
complished by committees in trades, 
industries and civic life. It was shown 
that Chicago Fair bonds were redeemed 
at face value with interest—and the 
conclusion was reached that the New 
York World’s Fair bonds would cer- 
tainly be redeemed. They bear a 4 per 
cent interest rate. 

Ward Melville, president of the Mel- 
ville Shoe Corporation, has been ap- 
pointed chairman of the committee of 
members of the footwear industry. He 
heads one of 68 volunteer groups. The 
footwear industry will be solicited by 
the following committee under the 
leadership of Mr. Melville: George Mil- 
ler, Andrew Geller for manufacturers; 
David H. Darcy, Leonard Friedman 
for wholesalers; Max L. Friedman, 
Jesse Adler, George L. Smith, E. J. 
Bliss, Jr., William Girdner, L. E. Lang- 
ston, Murray M. Rosenberg and Arthur 
D. Anderson for retailers and trade. 

The fair opens April 80, 1939, the 
150th anniversary of the inauguration 
of George Washington as President. 
Studies which have been made indicate 
that benefits to industry and trade are 
expected to exceed $1,000,000,000. The 
site of the fair will be a 1200-acre tract 
in the Borough of Queens, just outside 
of Flushing, Long Island. 


Stylizer Ad Plans Announced 


CINCINNATI.—Plans for the most in- 
tensive advertising campaign in the 
company’s history have just been an- 
nounced for 1937 by Stix-Altman- 
Weiner, Inc., Cincinnati, manufacturers 
of Stylizer Manikin Model Shoes. 

Newspapers in more than 100 cities, 
trade publications, and direct mail form 
the basis of the campaign, which will 
cover both metropolitan centers and 
smaller cities throughout the country. 
Newspapers under consideration repre- 
sent a total circulation of approxi- 
mately twenty million persons. 

The advertising theme which scored 
such a tremendous hit last year will 
be featured again, according to Rich- 
ard Stix, president of the company. 
Many additional sales helps, however, 
are to be incorporated in the 1937 sales 
drive. 





INTO THE 
HEART 


OF DOWNTOWN ST. LOUIS 





from the fey , of 
HOTEL 


Chernov 


By whatever yardsticks you determine 
your selection of a hotel—service, excel- 
lent restaurants, prestige of name, out- 
standing room values — the Hotel Lennox 
measures up. In addition, you can step 
into the heart of downtown St. Louis right 
from the door. 


] MINUTE FROM... 


Department Stores: Theatre District: 

Famous-Barr Co. Ambassador 

Stix-Baer-Fuller Orpheum 

Scruggs-Vandervoort Loew’s State 
and Barney 


Shopping District Office Buildings 


2 TO 5 MINUTES FROM... 


Wholesale District: 


Butler Bros. 

Rice-Stix 

Ely-Walker 

Principal shoe, clothing, 
ready-to-wear, millinery, 
factories and offices 


RATES... 


50% of all rooms rent for $3.56 or less, 
single; $5.00 or less, double. 


HOTEL 
Ninth and 


Cheennore Washington 


Within one Block of Hotel Mayfair 


under same management 


SAINT LUULS. MU. 


Union Station 

Mart Building 

Municipal Buildings 

Mississippi Bridges 

Merchants’ Exchange 

Fruit and Produce 
Distributors 
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SALESMEN WANTED 








South Eastern Salesman 


Wanted man to carry nationally known line 
of children’s and growing girls’ shoes in South 
Eastern States. Straight commission. No 
objection to non-conflicting side line. 


Write F117, Care 


BOOT & SHOE RECORDER 
208 South State St., Chicago, I1l. 








WELL-KNOWN children’s line stocked in 

Chicago wants salesmen for Iowa, Wisconsin 
and Minnesota. Excellent as side line. Address 
F-134, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


OR. sale modern ladies’ shoe store—Corpus 
Christi, Texas. Address F-132, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





LINE WANTED 


LINE WANTED 














ANTED:—For Pennsylvania West of DuBois 
and Johnstown, experienced salesman with 
established business for strong general line of 
shoes and rubbers. Write Hurd Shoe Co., Inc., 
Utica, New York, stating age, lines carried, 
shipments for last two years and give two refer- 

ences. 
Co 


SALESMAN WANTED by nationally known 
manufacturer of children’s corrective footwear. 
Following territories open: New York State (ex- 
cept New York City), New aaees States, also 
Pennsylvania, Ohio, Indiana, ichigan, Illinois. 
Applicants must have thorough knowledge of 
Orthopedic footwear. A Dr. Scholl graduate 
preferred. Give complete history of your shoe 
experience. Address F-128, care Boot & Shoe 





ao 239 West 39th Street, New York, 





FoR California; Indiana & Ohio; Wisconsin; 
Iowa & Nebraska; the Carolinas and_ Georgia 
to sell fast styled, fast selling line of In Stock 
Women’s Novelty Footwear. Line established 
from coast to coast. Offers live wire salesmen 
opportunity for good earnings. When applying 
state age and record of road selling experience. 
Address Shu-Stiles, Inc., 1214 Washington Ave., 
St. Louis, Mo. 


ALESMEN WANTED for Michigan and In- 
iana to carry rubber and canvas footwear 

as sideline. Commission basis. Low priced line 
sells easily. Address F-130, care Boot & Shoe 
peters, 239 West 39th Street, New York, 








SHOE Salesmen to handle fast selling line. 
Ladies’ novelty shoes $2.00 retailers. Best 
values. Department stores, mail order houses, 
jobbers. Commission basis. Give all informa- 
tion first letter. Open territory. Address F-131, 
care Boot & Shoe Recorder, 239 West 39th 


Street, New York, N. Y. 


ANTED . . . Salesmen to sell women’s 5 & 6 

dollar style shoes. Sewed Del-Macs .. . to 
ood department stores and independent stores. 
Whole country open for territories. For years we 
have sold our entire output to large operators 
and we are now branching out. See us at Hotel 
Statler, Boston Shoe Show, or address: Liberty 
Shoe Co., Inc., 266 Broad St., Lynn, Mass. 


NAPPY short line girls’ 12/8 heel $1.98, 
$2.98 retailers, wants salesmen for middle 
western territories. Easy sellers. Excellent as 
side line. Stocked in Chicago. Address F-135, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 
WANTED live wire salesmen to cover Chicago 
and Pittsburgh territories to represent a 
wholesale house carrying a fast line of women’s 
novelty and sport shoes to retail for $2.00. State 
references, experience, etc. Address F-139, care 
Foot & Shoe Recorder, 140 Federal St., Boston, 
ass. 

















WOMEN’S NOVELTY SHOES WANTED 
FOR CALIFORNIA 


A good line of women’s novelty shoes which retail at $3.00 
and $4.00 is wanted for the state of California by an experi- 
enced shoe salesman who has a sample room in a centrally 
located downtown office building. References exchanged. 


J. R. HAMELIN 
Room 228, Broadway Arcade Building, 


Los Angeles, Calif. 








SHOE man acquainted with retail shoe trade 

is going to open office and act as manufac- 
turer’s representative; wish to actively represent 
several more good lines in Wisconsin. Please 
Address F-136, care Boot & Shoe Recorder, 209 
So. State St., Chicago, Ill. 





POSITION WANTED 


A WELL qualified specialist of long experience 
in women’s style shoes desires to make a 
t as buyer for a wholesaler or chain, 








OR the Carolinas Men’s Work and Dress 

Shoes. Popular Price. Address F-133, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





POSITION WANTED 


or as manager of a manufacturer’s stock depart- 
ment. Address F-138, care Boot & Shoe Recorder, 
140 Federal St., Boston, Mass. 





WANTED TO PURCHASE 








MANAGER, Buyer, Salesman, 15 years’ retail 

¥4 experience, popular priced shoes, 32, mar- 
ried. ddress F-140, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





I AM a young man who wishes to make a con- 
nection which offers a good, permanent future 
providing I work hard and sell merchandise 
right. Can cover state of Wisconsin. I have 
ten years of shoe experience, a pleasant personal- 
ity, can furnish good references. Address F-137, 
care Boot & Shoe Recorder, 209 So. State St., 
Chicago, III. 





SHOE STYLE DESIGNER and model cutter 
with ten years’ experience on high grade 
ladies’ shoes. Will consider position offering 
opportunity for advancement. Address F-129, 
care Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y 





WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 


IRVIN RUBIN 
“ The iJ 


‘couse of Jobs’ 
89 Reade St., Cor. Church 
Phone Barclay 7-7887 New York City | 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 518! 











mum charge, 75 cents. 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 


For all other classified advertisements the rate is 7 cents per word. Minimum charge, 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
Kes” Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Spey 


Mini- 
$1.25. 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








dated January 21 Shaping D 


It has been 


all retail shoe stores that 
Patent they are connie 


use of the infringing ‘opliance. 
We intend to vigorous 





using such infringing devices. 


ROOM 1811, 209 S. STATE STREET 





PATENT WARNING NOTICE 


We desire to mn a retail ste stores that we ore the owner of United States Letters Patent Number 2,028,321, 


ee oy oe ‘nes 8 that various pan shoe stores have been purchasing shoe reshaping appliances 

which pb an yoy ye L.- - the aforesaid Latiers Patent, and the purpose 
using e-shaping appliances which infringe the aforesaid 

q - ~ %Y ‘table to os for infr' 

ent and an accounting for if damages we have sustained and the profits they have made by reason of their 


f or retail shoe stores manufacturing or using shoe re-shaping 
appliances which A, our said. phony and we warn the trade against incurring liability by purchasing or 


DUNDE SHOE RESHAPING DEVICES, INC. 


of this notice is to  naeiny 
Letters 


gement of the aforesaid Letters Pat- 


CHICAGO, ILLINOIS 








PROTECT AND IMPROVE YOUR SALES WITH 
MANOLIS PRODUCTS 
Spats, $5.65 to $23.00 per dozen 
Shoe Ornaments, $1.00 to $3.00 per dozen 
MANOLIS MANUFACTURING COMPANY 
4246 North Crawford Avenue, Chicago, Illinois 


Side Line Salesmen Wanted. Please furnish references with application. 











THE ORIGINAL 


Shoe Shrinking Devices. 
DO NOT BE MISLED 
by patent warning notices. 
We own Patent No. 1990142 


Reller type deviee 


These shrinking devices enable you_to 

make all your customers not only satisfied 

but permanent by giving 

them added service in 

eliminating gaping and 

fullness from around the 

top of shoes, rig oon ge 

slipping at the heel or 

ping at the sides, and 

by removing wrinkles 

from quarters, vamps, 

and linings. These de- 

vices when used with 

our specially prepared 

fluids, which are scien- 

tifically necessary, 

— —- jfrom all 

leathers or fabrics with- 

Curved type iron = out harm to either. 

Send your order or write for detail in- 
formation. 

Special combination offer $25.00 (fluids in- 

— in above prices) f.o.b. indianapolis, 

ana. 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 














Open New Modernistic Store 


New Beprorp, Mass.—Trull, Cuniff 
and Cunningham, shoe retailers, opened 
their new modernistic store in the Ma- 
sonic Building at Pleasant and Union 
Streets, on Monday, November 16, 
where they have a fine corner location. 

The exterior is of black glass with 
silver trimmings, making an attractive 
appearance. 

The firm moved here from 236 Union 
Street where they had been for the past 
two years. Carlton C. Trull, one of 
the owners, has been associated with 
the shoe retailing business for more 
than 20 years, when he first began to 
sell shoes in the shoe store owned by 
his father, the late Charles F. Trull. 
Later Mr. Trull and Hugh H. Cuniff 


FACILITIES for 


BUSINESS 


ENTERTAINING 


4 ROOM + 
DINNER or LATE SUPPER 


When the day’s work is done, business execu- 
tives know where to relax. nang | a pig contract 
is born in our “Bubble Room.” Here ous 
“swing” bands croon away your cares, and the 
world of laughter lilts from shadowy nooks as 
top talent brings down the house. Come to the 
center of Baltimore’s business and social activity. 
700 rooms, each with bath and shower. Three 
a restaurants. Rates from $3 to $6 
single. 





were associated together as owners of 
the Trull Shoe store at 233 Union 
Street. 

About two years ago, the Trull store 
was merged with the Walk-Over Shoe 
Store, 236 Union Street, at which time 
Arthur A. Cunningham also joined 
them in ownership. 


PREVENT LOST SALES! 


On your hard to fit 


customers. 


Write for full par- 
ticulars and our 
special combination 
offer. 


Republic Bidg. 
209 So. State St. 
Chicago, Illinois 








WANTED TO PURCHASE 








Buyers of Surplus Stocks 


We will buy surplus or entire giocks of shoes 
from manufacturers, jobbers or retaile 


QUANTITY NO sameT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 














BUSINESS OPPORTUNITY 








Money in Foot Correction— 
BE A TECHNOPEDIST 


Our graduates are building successful practices in 
this new and dignified profession. Home Study 
Course, including working models and equipment, 
furnished at low cost. Easy terms. Write 

THE TECHNOPEDIC INSTITUTE 
665 Broad Street Newark, N. J. 

















Partners Sever Connections 


Worcester, Mass.—Alexander Hiatt 
and Maurice L. Shaer, who for several 
years have operated the Royal Shoe & 
Rubber Co., 60 Water St., this city, a 
wholesale and chain shoe organization, 
have severed the partnership and each 
has formed a new business. 

Mr. Hiatt has incorporated as the 
Hiatt Shoe & Rubber Co. and is located 
at 64 Water St. Mr. Hiatt is trea- 
surer of the corporation and general 
manager of the business. 

Mr. Shaer has incorporated as the 
Shaer Shoe & Rubber Co., of which he 
is treasurer, and this business is located 
at 122 Green St. 

The change has been in effect about 
three weeks. The companies will con- 
tinue to wholesale footwear and to oper- 
ate shoe stores and departments in this 
State and Rhode Island. The Royal 
Shoe & Rubber Co. has been discon- 
tinued. 
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Everyone Can Sell 


Dancing Shoes 
[CONTINUED FROM PAGE 49] 


stores selling the proper kind of foot- 
wear. 

It doesn’t look like an easy job to 
build up a clientele of stage and dance 
people like that of the Horwitz store. 
It would do no good to advertise in 
newspapers. It is necessary to go 
direct to prospective customers. This 
means advertising by mail, a carefully 
compiled list of dancing teachers, and 
a constant effort to make and maintain 
contacts with important theatrical 
groups throughout the country. The 
personal local business is supplemented 
by mail-orders from stage and the- 
atrical folk in other communities and 
upon the road. 

To perform the versatile service 
which Mr. Horwitz renders requires 
a personality unusual in the shoe 
business; an artistic, a theatrical per- 
sonality. A shoe merchant thinking 
of entering this specialized field will 
check up on his own personality and 
decide whether he is adapted to this 
sort of business. Let him stay out if 
he is like the young man at the dance 
whose partner said: “Which do you 
enjoy most, the waltz or the two 
step?” “Oh! They’re both alike to 
me.” “So I noticed,” she said. 


Extends Invitation to 


Retailers and Wholesalers 
[CONTINUED FROM PAGE 40] 


who may be in Chicago at the time; in 
order that as large a number as pos- 
sible may become acquainted with the 
work of the association and the prob- 
lems confronting the industry during 
the coming year. 

Checks for dinner tickets should be 
mailed to the National Boot and Shoe 
Manufacturers Association, Chrysler 
Building, New York City, in order that 
proper reservations may be made. 


Million Dollars for 
Football Leather 


Peasopy, Mass.—It’s estimated that 
more than $1,000,0C0 worth of leather 
is used for making the season’s supply 
of footballs, helmets, harness, shoes and 
other equipment for the gridiron game. 

Top grade football stock is bark tan- 
ned cow hide, of the natural tan color, 
with a pebble grain finish. The ideal 
grain is just rough enough so that the 
ball wont slip when a forward pass is 
caught. The price is about 35 cents a 
foot, which is what some firms pay for 
their shoe leather. Cheap balls are 
made of sheepskin. 


New Beverly Firm 


BEVERLEY, MAss.—The Walryn Shoe 
Co., starting in the association factories 
to make women’s novelty shoes, was 
recently incorporated, with a capital of 
$50,000 by Thomas H. Maxwell, Philip 
L. Morency and Walter H. Rynowski. 
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A Buying Gui 


BOOTS AND SHOES 


BLOG SHOE COMPANY, New York City 

BROOKS SHOE MFG. CO., Philadelphia, Pa 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass 
DOUGLAS, W. L., SHOE CO., Brockton, Mass 
ENDICOTT-JOHNSON CORP., Endicott, N. Y 
FRIEDMAN-SHELBY SHOE CO., St. Louis, Mo 
GENERAL SHOE CORPORATION, Nashville, Tenn 
GREEN SHOE MFG. CO.., Boston, Mass 
HANNAHSONS SHOE CO., Haverhill, Mass 
HOOD RUBBER CO., Watertown, Mass 


MANFIELD & SONS, Philadelphia, Pa 

MIDDLETOWN FOOTWEAR, INC., Middletown, N. Y. 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, | 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass 

OWENS SHOE CO., Salem, Mass 

PETERS SHOE CO., St. Louis, Mo 

QUEEN QUALITY SHOE CO., St. Louis, Mo 

ROVICK THEATRICAL SHOE CO., Chicago, III 

SANDLER, A., CO., Boston, Mass. 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO., Boston and New York 

BARBOUR WELTING CO., Brockton, Mass 

COLONIAL TANNING CO., Boston, Mass 

ENGLAND sage ai DIV. A. C. LAWRENCE LEATHER CO., Boston, Mass 


HUBSCHMAN, E. '& SONS, Philadelphia, Pa 
KIEFER, EDGAR S., TANNING CO., Chicago, II 
KISTLER LEATHER CO., Boston, Mass 

OHIO LEATHER CO., Girard, Ohio 

RICHARD YOUNG & CO., New York City 
SLATTERY BROS., Boston, Mass 

SURPASS LEATHER CO., Philadelphia, Pa 

VAN TASSEL LEATHER CO., Norwich, Conn 
ZIEGLE-EISMAN CO., Boston, Mass 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


COMPO SHOE MACHINERY CORP., Boston, Mass 
SPAULDING FIBRE CO., No. Rochester, N. H 

UNITED LAST COMPANY, Boston, Mass.. aie 
UNITED SHOE MACHINERY CORP., Boston, Mass. 


STORE EQUIPMENT AND FINDINGS 


DUNDE SHOE RESHAPING DEVICES, INC., Chicago, Ill 
MANOLIS MFG. COMPANY, Chicago, II 

HOWELL CO., St. Charles, III 

SHOE FORM CO., Auburn, N. Y 

SMELTZER, E. C., CO., Indianapolis, Ind 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 
HOTEL GOVERNOR CLINTON, New York City 

HOTEL LENNOX, St. Louis, Mo 

HOTEL LORD BALTIMORE, Baltimore, Md 

HOTEL PICCADILLY, New York City 

IRVIN RUBIN, New York City 

KIRSCH.-BLACHER CO., INC., New York City 

NATIONAL SHOE FAIR, Chicago, Il. 

REPUBLIC BUILDING, Chicago, Ill 

TECHNOPEDIC INSTITUTE, Newark, N. J 
TOLMAN-DAVIDSON ADVERTISING PRESS. INC., Boston, Mass 


‘ 
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GaO. ) Ve ee 


as a a... pic 


promote with furs, feature 


N 


G 
* , 
for the (North 


Grey was second only to black in volume of furs 
sold this season, indicating that a demand for grey 
accessories should increase, with fur-wearing season 
under way. The proper shade for St. Louis and 
points North is Oxford Grey, No. 176, Shadow Kid; 
No. 973, Vode Doeskin. 


an 


GREY 
ee 


‘a the South 


The South is always receptive to neutral colors in 
accessories, and it favors the light, soft Paris Grey 
as a color to contrast with black, brown or blue. 
No. 177 Shadow Kid; No. 967 Vode Doeskin. 


We do not anticipate tremendous volume in grey this sea- 
son, but believe it will enjoy a “little run” similar to that 
for Marine Blue, which swept the country in September. 
The demand may die as quickly as it has come, but there 
is quick extra pair profit in this sudden call for grey. 


STANDARD KID. ee Yt PN 
ALLIED KID COMBLANY 


209 South Street, Bocton:, a ya gunn Blige: 





‘Vel. CX No. 14, BOOT AND SHOE RECORDER, published every Saturday Chilton Company (Inc.), Chestnut and 56th Sts., Philadelphia, Pa. Entered as second class 
matter November 23, 1932, at the Post Office in Philadelphia aie Act of March 3, 1879. Subscription price $3.00 per year. Printed in U. S. A. 
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eg ORTUNITY / 
«QQ 
Oy 


FOR YOUNG MEN 
WHO ARE 
LOOKING AHEAD 


@ The amazing growth of Health Spot Shoes and consequent constant development of new outlets, 
create a demand for alert, conscientious, expert shoe fitters. Not ordinary clerks, but trained men 





























who can qualify for managerships, or subsequent ownership of Health Spot stores. 

If you have intelligence and ambition, and above all a willingness to work to capture the rewards 
awaiting those who recognize that a revolutionary change is transforming the shoe industry, this is 
an opportunity for you. We receive numerous requests from Health Spot stores for competent men. 


OrTHOPEDIC INSTITUTE SCHOOL TRAINING 


@ If you are selected for one of these well-paying positions, you will be given an intensive course 
of training in the Orthopedic Institute School at Danville, Ill. These schools are held monthly, and 
the training is Free. The course gives you knowledge of anatomy, foot balance, posture, shoe con- 
struction, store management, and a thorough technique of fitting. 


Orthopedic Institute Schools are conducted by the Musebeck Shoe Company and the Orthopedic Insti- 
tute, primarily for dealers and their salespeople. Many who have attended the school have shown 
sales increases immediately following, ranging from 200 to 600 per cent. 


WRITE AND TELL US ABOUT YOURSELF 


@ If you are interested in building a profitable future for yourself, write to us fully, giving age, past 
‘ experience, and all details about yourself. Your letter will be held in strict confidence. Do not write 
unless you can conscientiously answer Yes to the following questions: 





@ Are you willing to go anywhere there is a profitable opening? 
@ Are you able to “get along” with people? 
@ Are you willing to work hard at the job? 
@ Are you energetic, and in good health? 


If you can qualify to be an expert Health Spot Shoe fitter, it can be honestly said there is virtually 
no limit to your opportunity for advancement, and earnings. Address your letter to Placement Divi- 
sion, Musebeck Shoe Company, Danville, Il. 


MUSEBECK SHOE COMPANY 


MAKERS OF HEALTH SPOT SHOES FOR MEN, WOMEN AND CHILDREN 


When writing advertisers please mention Boot and Shoe Recorder 
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ENDICOTT -JOHNSON 


ye 


a cern ewnee 


ae 


ase 


5912—Cherry Elk Sno-Boot, oak 590i—Same as 5900 in Misses, Stitchdown construction. Sizes 
sole 8/8 leather heel, leather top Sizes 12!/2/3 
a ae eye 5902—Same in White Elk. one 1.75 2663—Same in Misses, Sizes 

: Beis Art teens 5904—Same in Cherry Elk.. 1.75 1Yo/2. .... _ 1.30 
2663!—Same in Childs, Sizes 


2662—White Elk Sno-Boot, cord BY/2/I1. .. 1.20 
2664—Same in Cherry Elk.. 1.45 


5900—Smoke Elk Sno-Boot, sport 
rubber sole and heel, Goodyear 
stitched construction. Sizes 2!/2/9. stitched moccasin, rubber sole, 

1.75 8/8 leather heel, rubber top lift, 2660—Same in Smoke Elk... 1.45 
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WINTER BRINGS GOOD BUSINESS 
FOR MERCHANTS WHO FEATURE 
ENDICOTT JOHNSON SNO-BOOTS 


—Winter is here with its long months of icy blasts and heavy snows. In 
every city and town there are many potential customers, young and old, 
for Endicott Johnson Sno-Boots. They want these Sno-Boots now, today, 
and they're going to buy from the merchant who is prepared to serve 
them at a moment's notice. 


Endicott Johnson's line of Sno-Boots means real profits to every mer- 
chant whose store is located within the snow belt—constructed to meet 
every requirement of winter weather, snug, well made, warm and com- 
fortable, they will bring business that's well worth having. 


Sno-Boots can be obtained from our In-Stock Service and in order that 
you can take your rightful place right out in front for the winter season, 
we are prepared to give your initial and fill-in orders special and im- 


mediate attention to insure rapid delivery. 


5959—White Elk Sno-Boot with 5954—Cherry Elk Sno-Boot, with 
white wool reversible cuff, sport leather reversible cuff, sport rub- 


rubber sole and heel, Goodyear 
b le and heel, Good Welt. 
welt. Sizes 3/9, Widths “A, B, C. Se a ae 
2.55 Sizes 3/9, Widths A, B, C... 2.45 


5958—Same in Smoke Elk. 5956—Same in White Elk. 
5957—Same in Cherry Elk. 5955—Same in Smoke Elk. 


ENDICOTT, NY Xeworx ary 
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NATIONAL PARK 


REG. U.S. PAT. OFF. 


PORT, WALKy 


“SMOOTH AS A KITTEN'S EAR” 




























“EVERYTHING ROUGH BUT THE INSIDE” 


REG. U.S. PAT. OFF. 


ROUGHIES 


THE PERFECT SPORT SHOE FOR COLLEGE GIRLS 
THE PERFECT SPORT SHOE FOR COLLEGE GIRLS 





a » 
Phe Wes 


SMART WALKING OXFORDS IN STOCK TODAY-RETAIL AT $4. 


ALL STYLES 


Six Iron Treated Bend Soles 
12/8 Leather Heels 









6/9 AAAA 
5/9 AAA-AA 
4/9 A-B 
BEAU-A-BOUT PATCH-A-BOUT 
A Roughie A Roughie 
, a, i —— Blucher Oxford 
Fringe Tongue Oxfood e STYLE No. 748 Brown Roughie Base 
STYLE No. 729 Black Roughie pone s ey 5 ee: oa a 
: STYL oO 7 ac ie ase 
STYLE No. 730 Brown Roughie Hubsct '¢ Bleck Call Teen, Becene 
siden — * a 748. Gunmetal 
idget Eyelets on No. 749. 
PRICE ‘ 
2.30 | 
IN STOCK 
- ‘ ; 
TOP-A-BOUT : 
a ae oe q 
ig iding Blucher 
Blucher Oxford wit . s Oxford 
STYLE No. 747 Hubschman’s No. 533 STYLE No. 744 Hubschman’s No. 523 Tan 
soe sr No. 745 Hubschman ck Calf 
STYLE No. 750 Hubschman’s Black Calf. o. 745 's Bla s 
, Gold Oblong Eyelets on No. 744. Silver 
Gold Pelham Eyelets on No. 747. Silver Oblong Eyelets on No. 745. 


Pelham Eyelets on No. 750. 
FINE GOODYEAR WELTS EXCLUSIVELY 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
SIXTH FLOOR e¢ CENTRAL TERMINAL BLDG. « ST. LOUIS, MISSOURI 


When writing advertisers please mention Boot and Shoe Recorder 













